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paper’s stock answer to bacteria... 


How Dowicides Prevent Damage and Losses 


Every production field in which microbiological control is important can take a cue 
from the successful use of Dowicides in the paper industry, which must 
fight mold and bacteria in nearly every stage of manufacturing. 


From logs to finished product, the moisture-laden processes of paper- 
making encourage the growth and destructive activity of microorganisms. Dowicides 
are effectively used to prevent sap stain and decay of pulp wood, to 
protect lap stock from fungi which cause discoloration and loss, 
to control slime in wet machine operations, to preserve coating and 
sizing materials and in other ways. 

Dowicides in their many forms combine lasting effectiveness, 

ease of handling and low cost for many industries 





paper, textiles, paint, leather, lumber, adhesives, petroleum. 
If mold, termites or bacteria are your problem, ask 
Dow how Dowicides can help you. 





DOV AKG 


germicides and fungicides 








DOWICIDES IN THE LUMBER INDUSTRY 
Dowicides are highly effective fungicides for use in the millwork 
industry and for general wood preservation. They are used in sap- 
stain control to insure production of —— clean lumber. Impregna- 





DOW 


CHEMICALS INDISPENSABLE 
TO INDUSTRY AND AGRICULTURE 


tion of lumber and poles with Dowicide solutions produces stock 
that is clean and protected from decay and termites. 


THE DOW CHEMICAL COMPANY e MIDLAND, MICHIGAN 
New York « Boston ¢ Philadelphia * Washington ¢ Cleveland ¢ Detroit * Chicago 
St. Lovis « Houston ¢ San Francisco « Los Angeles « Seattle 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with fair 
wages and profits to all who serve in the industry. 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as central headquarters for the 
industry's consumer selling activities in the local community. 

4—Perpetuation of the free enterprise system as the basis of a more abundant and 
meaningful life for all. 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. 
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with LOGGERS DREAM ; 
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FLASHES * * 


LOOK FOR AN INCREASE IN RENTAL CEILINGS before the 


end of this year. The real estate industry, which has petitioned 
OPA for a 15 percent boost, may have to be satisfied with a 5-10 
percent increase until 1947. Meantime, George M. Englar, presi- 
dent, National Apartment Owners association, reported landlords 
have closed 300,000 rental dwellings because of the “growing move 
against OPA controls.” 

HOME BUILDING PLANS ARE BEING DEFERRED, a survey by 


the Small Homes Guide magazine indicates. The survey showed 
that 37 percent of prospective home owners have decided to post- 
pone their plans indefinitely because of high costs, material short- 
ages, etc.; 27 percent were still hopeful of starting this fall and 19 
percent expect to build next year. 


CONVERSIONS ARE AHEAD OF SCHEDULE, according to FHA 


figures. As of Nov. 8, a total of 104,564 conversion units had, been 
approved for priorities. The original goal was 50,000. FHA insures 
loans up to $5,000 for the purpose of remodeling residential prop- 
erty for veterans and their families. 


LUMBER PRODUCTION CONTINUED TO INCREASE. For the 


month of August production amounted to 3,450,645,000 feet, the 
eighth successive month to show an increase and the fourth in a 
row to exceed three billion board feet. This production is a nine 
percent increase over July, 1946 and 26.9 percent ahead of August, 
1945. 

CONSTRUCTION COSTS ARE UP 60 PERCENT above prewar 


times and are rising at the rate of about one percent per month, 
says the National Advertising Network. Total new construction is 
now averaging about one billion dollars per month. About one- 
third is privately-financed residential construction and a slightly 
smaller amount privately-financed nonresidential construction. 


WARNING AGAINST DANGER OF INFLATIONARY MORT- 
GAGES based on the excessive price of homes, John H. Fahey, 


Commissioner, Federal Home Loan Bank Administration, says ‘we 
are in the midst of the most serious inflation of real estate prices 
in our history.” Many thousands of veterans, added the commis- 
sioner, are being forced to buy homes they cannot afford and will 
be unable to pay for. 

BRICK AND TILE PRODUCTION HIGHEST IN SIX YEARS. Roy 


A. Shipley, president, Structural Clay Products Institute, said Octo- 
ber production rose 12 percent. Total production was 528,000,000 
brick. Production of structural clay tile reached 133,000 tons in 
October, an increase of 90 percent over January and 14 percent 
over September of this year. 


BETTER BUSINESS FOR BUILDING PRODUCTS MERCHANTS 


is reflected in the monthly retail trade report of the U. S. Bureau 
of ihe Census. For the month of October, lumber-building materials 
dealers around the country had a sales volume eight percent ahead 
of September, 1946 and 19 percent above October, 1945. 

INVESTIGATION OF ADMINISTRATION'S HOUSING PRO- 
GRAM is promised by Rep. Wolcott, who is slated for the chair- 
manship of the House Banking Committee. The W-E-T Bill is not 
dead. However, there will be no early hearings on it, said Wolcott, 
who is convinced the veterans’ housing situation must be dealt 
with first. 

LUMBER PRICES STILL UNSETTLED and are likely to remain 
sc until early summer, perhaps. Small producers, in some cases, 
have taken advantage of situation to boost prices far above black 
market levels. Larger operators have strengthened prices, but are 
using OPA levels as a close guide. 
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WAKE 


OPA mourners interested in 
getting on lumber payroll 


THE corpse is buried and the 
mourners are looking for new jobs. 

Some of the OPA boys had a 
wake in Washington the other day, 
so the story goes. The casket was 
decorated with floral sprays and in- 
side, the grotesque corpse wore a 
blue work shirt to which was pinned 
a number of OPA regulations, al- 
ready buried. 

Eulogies were delivered by Paul 
A. Porter, head of OPA, and Leon 
Henderson, one of the government’s 
original price experts, Washington 
spies say. 

Now that OPA has been laid to 
rest, there are a number of em- 
ployees in the lumber branch who 
would make “very desirable em- 
ployees,” writes W. S. Ingram, 
price executive in the lumber 
branch. They are available for im- 
mediate employment. Their expe- 
rience includes lumber production, 
procurement and sales, forestry 
management, accounting and statis- 
tical analysis. 

Inquiries for individual data may 
be directed to Mr. Ingram, Office 
of Price Administration, Washing- 
ton 25, D. C. 


MARKET UNCERTAIN 


Prices not expected to reach 
their level for some time yet 


THE market continued uncer- 
tain. Most observers believed it 
would be several weeks, if not 
months, before the price picture 
comes into sharp focus. Meantime, 
manufacturers and dealers were 
proceeding slowly. (See Market 
Analysis for details.) 

Northeastern Lumber Manufac- 
turers association said some of the 
largest producers in New York, 
New England and Pennsylvania 
have declared a two weeks’ mora- 
torium on new orders before issu- 
ing new price lists. 

One trade report put No. 2 
Southern Pine 2x4 framing lumber 
at $65 in comparison with the for- 
mer ceiling of $58.22. 

Nearly all common and better 
hardwood items were expected to 
advance in price, but not much in- 
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crease was anticipated in lower 
grades. 
PLEDGE REASONABLE PRICES 

Manufacturers continued to 
pledge themselves to reasonable 
price levels. 

At a special session of the Na- 
tional] Oak Flooring Manufacturers’ 
association in Memphis following 
decontrol, a resolution was adopted 
recommending that “the present 
price levels on flooring—with such 


reasonable and necessary adjust- 
ments as may be necessary—be held 
until such time as the market sta- 
bilizes and the effect of decontrol 
makes itself felt.” 

Anticipation that the market will 
soon adjust itself to a level close 
to ceiling was expressed in a state- 
ment issued by the Southern Pine 
Industry Committee. 


LEGION ACTS 
Elimination of FHA and Wyatt 
sought following housing study 
AMERICA’S biggest veterans’ 
organization, the American Legion, 
has called for the elimination of the 
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Federal Housing Agency and the 
office of the housing expediter. 

Action by the Legion’s executive 
committee followed a report by a 
special seven-member committee 
named to study the veterans’ hous. 
ing problem. 


HOUSING PROGRAM BRANDED 


The executive 
proved: 

1. Recommendation that an emer. 
gency housing board to be created 
by the President. This _ board 
would “co-ordinate and pursue to a 
speedy conclusion the lagging and 
now demoralized veterans’ housing 
program.” 

2. A resolution calling for con- 
gressional authorization to the 
FHA to guarantee 100 percent of 
loans on homes for veterans for a 
40-year period; maximum loan, 
$6,500. 


3. A recommendation that OPA 
“cease to administer rent controls 
and that supervision of rent con- 
trol * * * shall be vested in the 
Federal Housing Administration. 
The executive committee favored 
control of rents in each county * ** 
until the governors of the respec- 
tive states or the commissioners of 
the District of Columbia shall cer- 
tify * * * to the FHA that sufficient 
rental accommodations are ayvail- 
able * * * or until the number of 
new housing units in the country 
since V-J Day shall equal 25 per- 
cent of the number of persons from 
the county who served in the armed 
forces between Dec. 7, 1941 and 
V-J Day.” 


committee  ap- 


WOULD LIFT RENT CONTROL 


Acting on the recommendation of 
the study committee, the executive 
group adopted a resolution asking 
that all Federal rent control cease 
when four million new housing 
units shall have been erected since 


V-J Day; also an immediate 10 
percent rental increase for land- 
lords. 


Other resolutions adopted called 
for the abolition of all priorities ex- 
cept those for national defense; 
maintenance of rigid controls on all 
nonresidential construction — until 
the emergency housing board ad- 
vises that termination is not detri- 
mental to the emergency housing 
program. 

Meeting in Chicago, national and 
departmental officers of the Veter- 
ans of Foreign Wars endorsed the 
W-E-T bill. Henry L. Warner, 
junior vice-commander and head of 
the organization’s national housing 
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These Grade Trademarks Are 
Your Insurance of Quality 








EXT.-D.F.P.A. 











EXTERIOR-TYPE plywood is made with 
completely waterproot synthetic resin 
binder especially for permanent ex- 
posure to weather and water. It is 
widely used for building exteriors, for 
outdoor signs, for railroad car siding, 
and in all phases of marine construc- 
tion. 





PLYSCORD is an unsanded utility pan- 
el of unusual rigidity, made to with- 
stand the rigorous service demanded 
‘of wall. and roof sheathing and of — 





sub-flooring. 
Wey GENUINE 
—. JeavWane 
. : Douglas Fir Plywood 








er WALLBOARD 
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PLYWALL is the grade of interiar- 
type plywood made for use where only 
ig one side is exposed, as in wall panel- 
. ing. it is suitable for most stained 
finishes, for painting or papering, 
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PLYFORM is the special concrete-form 
grade of Douglas fir plywood—a 

quality grade manufactured with high- 
ly water-resistant glues and intended 

bd multiple re-use in form construc~ 
on. 





PLNPANEL DE PA. 











PLYPANEL is the grade of interior- 
‘plywood made especially for hi 
quality interior work on walls, ceil- 
ings, .for booth partitions, cabinet 
doors. and similar uses, 
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Douglas Fir Plywood 
is Helping in the 
Construction of 
Houses for Veterans 


Durable Douglas fir plywood—the engineered 
wood which cuts building time and costs—is now 
helping speed thousands of veterans’ homes. A 
substantial portion of the industry’s current pro- 
duction is allocated, on government order, to the 
Reconversion Housing Program. 


Naturally, this means a tight supply situation 
for housing which does not come under the pro- 
gram, and for all other construction and industrial 
uses. 


It is a fact, however, that more Douglas fir 
plywood is being produced today than in pre-war 
years. When the present overwhelming need for 
housing has been met, more and more of this mod- 
ern ‘miracle wood’ will become available for 
general use. Anticipate your needs well in advance. 
Keep in touch with your regular source of supply. 
Plywood’s many advantages are worth the wait! 











DOUGLAS FIR 


PINWOOD 
Tamim PLYWOOD ASSOCIATION 
cal Wood Tacoma 2, Washington 






DOUGLAS FIR 


PANELS 
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The ONLY Fence with i 
an Easily Recognized * 
Trademark 


Known and Preferred .. . 
Helps Build Your Business! 


The Red Brand trademark (red top-wire) is a 
well-known symbol of quality. Farmers have confi- 
dence in this trademark . . . confidence built through 
years of honest merchandising and steady adver- 
tising. They ask for Red Brand by name! 


When you add Red Brand fence to your line, you 
add confidence to your store. Red Brand fence 
brings more good customers to you ... prosperous 
farmers who are top prospects for your other 
products as well. 


So you are ahead three ways with Red Brand: 


1. You sell more fence. 


2. You add selling prestige to your 
store. 


3. You attract more top-ranking cus- 
tomers for your other products. 


KEYSTONE STEEL & WIRE CO. 


PEORIA 7, ILLINOIS 
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committee, said his committee 
would press for speedy enactment 
of the bill next year. 

Expediter Wyatt, it will be re- 
called, swayed the V.F.W. conven- 
tion into endorsing his program. 
After hearing Wyatt, the American 
Legion refused to act on his rec- 
ommendations. Instead, the Levion 
made its own investigation. 


AUTOS OR PREFABS 


Bid for tremendous loan even 
scares government officials 
WHETHER the surplus Dodge- 
Chicago plant .will go to an 
untried manufacturer of prefabri- 
cated houses or to a manufacturer 
of a new automobile remained in 
the balance at press time. 

As arguments over the disposi- 
tion of the plant continued before a 
Senate subcommittee, even spokes- 
men for the National Housing 
Agency took the stand to oppose a 
52 million-dollar loan which the 
Lustron Corp. is seeking to get its 
prefab plant started. 


NOT GOOD BUSINESS 

Joseph H. Rauh, deputy housing 
administrator, admitted that such 
a loan is not good business “unless 
we want to get houses now the way 
we wanted to get tanks during the 
war.” Lustron has agreed to put 
up only $36,000 of its own money. 

George E. Allen, an RFC direc- 
tor, testified that he would expect to 
“be run out of town” if he approved 
the proposed loan. 

The War Assets Administration, 
which leased the plant to automo- 
bile-maker Preston Tucker, is sup- 
porting his right to the plant 
against the demands of Expediter 
Wyatt for the National Housing 
Agency. Wyatt has issued a direc- 
tive for WAA to turn the property 
over to Lustron. 


COMMUNITY CONTROL 


Whitlock advises shift in 
supervision of nonhousing 

LOCAL communities should take 
over the responsibility for super- 
vising the volume of nonhousing 
construction considered safe in re- 
lation to veterans’ building, in the 
opinion of Douglas Whitlock, chair- 
man of the Building Products In- 
stitute. 

Speaking for this association of 
building products manufacturers, 
Whitlock said: 

“Continuation of the cumbersome 
Federal controls operated from 
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Can’t rust! ¢ Can’t rot! « Can’t sag! 
Termite-proof! « Weighs only 101 
pounds! ¢ Hangs on lifetime lubri- 
cated ball bearings! ¢ Requires no 
space inside garage! *« No assembly 
on job! « No exposed weights, 
springs or balancing devices! ¢ Easy 
adjustment for perfect balance! 
Takes paint beautifully! « No 
painting needed in most climates! 
Assures minimum maintenance 
cost! e Extremely simple to handle, 
store and install. 





The Wilson Door harmonizes with the best 
architectural design and enhances the appear- 
ance of all garages. 








Wilson Twindoor installations can be made 
without center post. Extruded section on sides 
of each door takes special rubber weatherstrip- 
ping for weathertight seal. Each door operates 
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, 
for Garage Doors! 


ilies acca for Quality, 
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Profit and PROMPT SHIPMENT! 


MMMM NNN TIN UOT ILL TM LUU LLU LULL LL LLL COLL DL 


That’s the Word, spreading from dealer to dealer 
and from builder to builder, up and down America. 
For no garage door fulfills all requirements so well as 
the Wilson Easy-Liift. 


It’s heavily braced vertically, horizontally and diagonally 
full length—welded by airplane type methods into a 
strong, rigid, light weight unit. 

A touch of the fingers opens it; closes it. Patented dual 
lifting mechanisms concealed in each side of the door 
produce an unbelievably soft Floating Tension. 

Wilson Easy-Lift Doors now are in volume production. 
For full information and details of our Profit Plan, 
phone, wire, write or 






Wilson Foundry & Machine Co. 
23 Wilson Avenue, Pontiac, Michigan 
Send me full information about Wilson Easy-Lift Garage Doors and your Profit Plan. 














independently of the other. 
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Washington will retard the veter- 
ans’ housing which they are sup- 
posed to help and will unnecessarily 
reduce the volume of nonhousing 
construction. 

“Local building officials, with the 
guidance of veterans’ groups and 
construction industry representa- 
tives who are informed regarding 
the local materials supply, can de- 
termine with far greater accuracy 


and efficiency than any Washington 
bureau the extent to which it may 
be necessary to limit the local vol- 
ume of industrial, commercial or 
other building at any given time, if 
temporary scarcities of home-build- 
ing materials should develop.” 


DODGE REPORTS 


Residential building declines; 
nonresidential shows pickup 


DODGE reports a decline in resi- 
dential building in October on the 
basis of construction contracts 











reputation for best possible quality and service, 
we’re now engaged in several projects of plant 
modernization and improvement. 
double-track dry kilns are being changed over 
to the latest type—and automatic kiln stackers 
and unstackers will be added. In Keeping with 
the most modern handling methods, we’re get- 
ting set up to put lift trucks into operation and 
unit pile our lumber. Due to our plant improve- 
ment program, it will be some months before 
we'll be in position to resume normal production. 


CRAIG MOUNTAIN LUMBER CO. 


To maintain the 
well-known Craig Mountain 


Three of our 


Winchester, Idaho 











PARAFFINE “WAX” OIL 


A High Paraffine Content Oil 


for Oiling Flooring and Blocks 





for Protection Against Weathering and End Checking 





for Lubrication Work 
for Finishing Operations 








for Coating Concrete Forms & Pallets 





for Wood Preservation 





Immediately available in any quantities 








Lower cost than ordinary neutral Paraffine Oils 


KALAMAZOO PARAFFINE COMPANY 
1809-21 Reed St., Kalamazoo 24, Michigan 


Supplied in drums and tank cars 
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To Our Customers: 


Many thanks for your offering us such a vol- 
ume of business. 
find it impossible to accept all 
J offered us. We wish you to understand that 

0’ ES Gy we appreciate your kindness and cooperation 
0 A these times that our production is lim- 


y, 


Y 


e sincerely regret that we 
the orders 


ue to factors beyond our control. 
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warded in 37 states east of the 
Rocky Mountains. 

Reports from its field staff re. 
vealed October contracts for home 
building totaled $235,068,000 
against $293,831,000 in September, 
It was reported that 33,440 dwell- 
ings will be erected under the pro- 
visions of last month’s awards. 

However, increases in nonresi- 
dential contracts were reported in 
October, especially heavy gains be- 
ing noted in building for manufac- 
turing purposes. Total nonresiden- 
tial building awards were $225,- 
355,000 against $169,627,000 in the 
preceding month. 


COMING CONVENTIONS 


Dec. 12-14—Western Forestry and 
Conservation Association, Mult- 
nomah Hotel, Portland, Ore. 

Jan. 13-15—Middle Atlantic Lum- 
bermens Association, Atlantic 
City, Claridge hotel, no exhibits. 

Jan. 14-16—Kentucky Retail Lum- 
ber Dealers Association, Louis- 
ville, Brown Hotel, exhibits. 

Jan. 14-16—Northwestern Lunm- 
bermens Association, Minneapolis 


Auditorium, Minneapolis,  ex- 
hibits. 
Jan. 22-23—Carolina Lumber & 


Building Supply Association, 
Charlotte, Hotel Charlotte, ex- 
hibits. 

Jan. 22-24—Southwestern Lumber- 
mens Association, Kansas City, 
Auditorium, exhibits. 


Jan. 27-29—Northeastern Retail 
Lumbermens Association, New 
York City, Hotel Pennsylvania, 
exhibits. 


Jan. 27-29—Nebraska Lumber Mer- 
chants’ Association, Omaha, Au- 
ditorium, exhibits. 


Jan. 28-30—Ohio Association of 
Retail Lumber Dealers, Colum- 
bus, Deshler-Wallick hotel, exhib- 
its. 

Feb. 2-4—Tennessee Lumber, Mill- 
work & Supply Dealers, Memphis, 
Peabody Hotel, exhibits. 


Feb. 4-6—Michigan Retail Lumber 
Deaiers Association, Grand Rap- 
ids, Pantlind hotel, exhibits. 

Feb. 5-6—Lumber Dealers Associa- 
tion of Western Pennsylvania, 
Fort Pitt Hotel, Pittsburgh, ex- 
hibits. 

Feb. 9-11—-West Virginia Lumber 
Supply Dealers Association, 
Huntington, Frederick Hotel, no 
exhibits. 

Feb. 10-11—Mountain States Lum- 
ber Dealers Association, Denver, 
Shirley-Savoy hotel, no exhibits. 

Feb. 10-12—Illinois Lumber & Ma- 
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Maybe some of us don’t exactly believe in Santa Claus anymore... or like 
Scrooge, don’t even believe in Christmas. 


Certainly, we’ve all had plenty of doubts, fears and troubles. We may even 
wonder sometimes just what we do believe in. But there was a time. 


Yes, let’s turn back the green years of our childhood to the night before 
Christmas. Joyously, we took the food basket on our sled to the poor family 
across the tracks. We ran countless errands without a whimper. Dad and 
Mom seemed excited too, and let us stay up late to trim the tree. 


And finally we hung our stockings and lay awake for hours, hoping to hear 
Santa’s sleigh bells. This was the real thing, No doubt about it—we believed 


in Christmas then! 

Thus we envision what Christmas means and has meant thru the centuries to 
countless millions of little children throughout the civilized world. With 
their hope and their hearts they have built a tower of faith that shall 
endure forever. 

Yes, there is nothing so magnificent, so simple and so real as a little child’s 
faith in Christmas. May ie and yours recapture the simple faith, | this 
Christmas, for in that faith lies your happiness and the world’s hope for 
the future. 


DIERKS LUMBER AND COAL CO. 


DIERKS BUILDING KANSAS CITY, MO. 
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Pioneer West Coast producer, 
Booth-Kelly has for nearly half a 
century been cutting choice old- 
growth Yellow Douglas Fir. 


The name, Booth-Kelly, on a piece 
of lumber is a mark of quality. 


Booth-Kelly would like to be able 
to invite new customers to try this 
famous lumber, but demand for 
our product continues such that 
we are currently unable to add any 
new business. 


AAR BRB 
DOUGLAS FIR 


Dimension Flooring Ceiling 
Drop Siding Finish Stepping 
Mouldings Casing Base, etc. 


We are headquarters for Trade-Marked 
and Grade-Marked Douglas Fir Lumber. 


BootlhiAtell 


14 
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terial Dealers Association, Chi- 
cago, Sherman hotel, exhibits. 

Feb. 17-19—Western Retail Lum- 
bermens Association, Portland, 
Multnomah Hotel, exhibits. 

Feb. 18-20—Wisconsin Retail Lum- 
bermen’s Association, Milwaukee, 
Auditorium, exhibits. 

Feb. 19-20— Mississippi Retail 
Lumber Dealers Association, 
Jackson, Heidelburg hotel, exhib- 
its. 

Feb. 20-21—Virginia Building Ma- 
terial Association, Virginia 
Beach, Cavalier Hotel, no ex- 
hibits. 

Feb. 23-27—National Association of 
Home Builders, Chicago, Stevens 
Hotel, exhibits. 

Mar. 5-7—Intermountain Lumber 
Dealers Association, Salt Lake 
City, Utah hotel, no exhibits. 

Mar. 5-7—Iowa Retail Lumbermens 
Association, Des Moines, Coli- 
seum and Savory hotel, exhibits. 

Mar. 10-12—Lumbermen’s Associa- 


tion of Texas, Galveston, Munici- 

pal Pier, exhibits. 

Mar. 11-13 — Indiana Lumber & 
Builders Supply Association, In- 
dianapolis, Murat Temple, ex- 
hibits. 

Mar. 17-19—Ontario Retail Lumber 
Dealers Association, Toronto, 
Royal York Hotel, exhibit. 

Mar. 19-20— Louisiana Building 
Material Dealers Association, 
New Orleans, Jung hotel exhib- 
its. 

Mar. 19-20—New Jersey Lumber- 
men’s Association, Atlantic City, 
Traymore hotel, no exhibits. 

Mar. 26-27—South Dakota Retail 
Lumbermen’s Association, Sioux 
Falls. 

Mar. 27-28 — Florida Lumber & 
Millwork Association, Hillsboro 
Hotel, Tampa, exhibits. 

No announcement received from 
the following associations: South- 
ern California Retail Lumber Asso- 
ciation; Montana Retail Lumber- 
mens Association; Arizona Retail 
& Builders Supply Association and 
Lumber and Supply Dealers Coun- 
cil, Georgia. 


























“In this ad couldn't we say ‘young man to assist foreman.’ 
| leaving out the word husky?” 














December 7, 1946, AMERICAN LUMBERMAN (7 























Munici- 


mber & 
tion, In- 
ple, ex. 


Lu mber 
Toronto, 
a 

3 uil: ling 
Clatlon, 
1 exhib- 


uumber- 
ic City, 
bits. 

; Retail 
, Sloux 


nber & 


weet can’t rust... 


d from 

South- 
r Asso- 
sumber- 

Retail 
ion and 
3 Coun- 


— | Biaeieegc 


It’s ALCOA ALUMINUM 





Show them screening of aluminum and homeowners will recognize 
instantly—it can’t rust—it can’t stain—and that means no more 


unsightly screen stain on light paint and masonry. 


But there is another advantage with Alcoa screen cloth. It is made of 
Alclad Aluminum—the product of 15 years of research—that is extra 


strong and gives screening of Alcoa Aluminum its long-lived quality. 


Screen cloth of Alcoa Alclad Aluminum is new. Homeowners’ demands 

at present surpass the supply. But more will be on the way as rapidly 

as leading weavers are able to increase production. ALUMINUM COMPANY 
or America, 1755 Gulf Building, Pittsburgh 19, Pennsylvania. 
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ONE BIG NAME 


SELLS ALL 3 


ZONOLITE 


INSULATION 








ZONOLITE DEALERS ARE 

CASHING IN BIG RIGHT NOW 

BECAUSE NO OTHER IN- 

SULATION IS SO EASY 
TO INSTALL! 










Sales and got really jump when - 
you push Zonolite. For old or new 

construction Zonolite meets vir- 
tually every insulation need of home 
or farm. No other is so easy to 
install... to sell! 


Zonolite Granular Fill simply 
ours in place for unsurpassed 
insulation in homes, farm struc- 
tures and commercial buildings 
. .. anyone can do it—quickly— 
easily! 

Zonolite Plaster actually has 4 








times the insulating efficiency of 
ordinary plaster, weighs much 
less, deadens sound, resists crack- 
ing. Won’t freeze, eliminating 
frozen sand piles. Perfect for 
patching. 

Zonolite Insulating Concrete 
makes warm, dry floors in homes, 
commercial ae | farm buildings. 
Can be laid over old floors or 
directly on ground. Ideal for fire- 
proof, insulated roofs. 


Write for complete details. 


UNIVERSAL ZONOLITE INSULATION CO.. 
Dept. AL-126, 135 S. La Salle St., Chicago 3, Ill. 









GET DEALER OFFER NOW 




















Ah hd 

J=70N () M <=\ MAIL COUPON TODAY 

=F f . \F) 

=A } , R —_— OMS SSO SSBWSOOS2 28809 
1} 4) REA SSS a Universal Zonolite Insulation Co. 4 
i Fe ae eal Dept. AL-126, 135 8. La Salle St., 
1 LZZ7. -. ATION Chicago 3, Ill. } 
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' of various forms of Zonolite and ! 
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wen' * EDITORS 


Correction on Accounting System Story 


To the Editors: I wish to express appreciation of 

. article on retail lumber yard figures in the Octo- 
ber 12 issue. ... 

In line 4 on page 43 there is, however, an error 
that would be readily apparent to any accountant or 
one versed in financial reports. Lines 3 and 4 on page 
43, column 1, read, “The profit and loss statement uses 
the total sales figure as 100 percent.” This should 
read, “The profit and loss statement uses the total 
sales figure as 100 percent.” I have checked this with 
the original manuscript and I believe that, if pos- 
sible, a correction should be made.—C. R. BRYANT, 
Cunocar Accounting Service, Portland 14, Ore. 

Our faces are red and we apologize. The 
error should have been caught and corrected. 
—The Editors. 








Questioned on Missing Article 

To the Editors: On the contents page of the Novem- 
ber 9, 1946 issue of the AMERICAN LUMBERMAN there 
was an article listed as appearing on page 58 entitled 
Using Visible Stock Control Records. 

However, I could not find this article anywhere in 
the issue. As I am particularly interested in this type 
of material on stock control, would you please advise 
me if this article will appear in a future issue or how 
I may obtain a copy of it—-WALTER P. DRISCOLL, 
JR., Bronx, N. Y. 

We are sorry but at the last minute we found 
it necessary to omit the article even though 
the contents page had already been printed. 
We are planning to have other articles on 
stock control in future issues.—The Editors. 


Home-Building Hindered by Restrictions 


To the Editors: ...I have read with much interest 
the copies of your editorials with which I am in entire 
sympathy. Of course, one of the elements that in- 
creases the labor costs is the labor restriction on man- 
hours output. For instance, I understand that a mas- 
ter brick layer is supposed to limit his production to 
laying 400 brick a day, which is a small part of what 
he should do. In like mzvasure, restrictions have been 
set up in the area of the number of apprentices to the 
various building trades taken in. This eventually can- 
not help but produce a shortage of experienced labor 
in lines which would help to ease the building situation. 

Another element which I think we all appreciate is 
detrimental to going ahead with the home building 
program on the right kind of a basis is the building 
code situation, which in most localities is entirely out 
of date and with hardly any uniformity between locali- 
ties. 

It has appealed to me that if the light construction 
industry is to continue to exist as it has in the past, 
they will have a great deal more construction in line 
with the thought expressed in your editorials. 

It seems to me that if all of those interested in 
light construction in each community of 75,000 or over 
would get together on a cooperative program, which 
would be outlined for maybe two or three years’ opera- 


December 7, 1940, AMERICAN LUMBERMAN & 











XS 


ion of 
Octo- 


error 
ant or 
1 page 
t uses 
should 
- total 
3 with 
f pos- 
ANT, 


ovem- 
there 
ititled 


are in 
s type 
advise 
r how 
YOLL, 


terest 
entire 
at in- 
man- 
mas- 
ion to 
what 
- been 
to the 
y can- 
labor 
ation. 
ate is 
ilding 
ilding 
ly out 
locali- 


iction 
past, 
1 line 


ed in 
" over 
which 
ypera- 


AN & 








ALUMINUM long has been valued for its lightness, 
strength and durability. 


Now, ALDURA Screening is woven of Alcoa 
Alclad — an entirely new aluminum wire. Fifteen 
years of research by the Aluminum Company of 
America made this wire possible. 


In addition to lightness, strength and durability, 
this new wire has given Aldura even more screen- 
ing advantages. Rust and stain now are eliminated. 
Your customers will demand all these advantages 
when they buy screening. They’ll find them al/ in 
ALDURA. 


What’s more — ALDURA has the unique Mulii- 
Strand edge that makes screening lie flat and pro- 
vides a strong gripping area for staples or brads. 
Printed foot numerals on this edge make planning 
and estimating easy. This edge also is found in 


your customers will demand 





“IT'S MADE OF METAL” 





LIBERTY screening, made of bronze, and OPAL, 
heavy zinc coated — other members of the Mul##- 
Strand line. 


For your customers the result is quick, easy instal- 
lations that stay put. And you save time on inven- 
tories and cut down losses resulting from waste 
screening. 


Since it’s made of metal, ALDURA resists fire and 
is rigid enough to handle easily. Its attractive, neu- 
tral color blends with most any color; its glare-cut- 
ting finish is easy on the eyes. 


Here, then, are the reasons why your customers will 
probably demand more ALDURA screening than 
we can supply. Knowing this, we’re making every 
effort to produce as much as possible, and to dis- 
tribute the available supply just as fairly as we can. 


NEW YORK WIRE CLOTH COMPANY 


New York 18, N.Y. 


500 Fifth Avenue 
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COMETS 


feature 





PRECISION 





All the Comets make all the cuts— 
with extreme precision. The Junior, Clip- 
per, Senior, Senior 8 and Timber Cutter 
are recognized for their adaptability in 
cutting operations. Ask Comet owners. 
Order from your dealer or write direct. 


CONSOLIDATED MACHINERY & SUPPLY CO., LTD. 
2029-33 Santa Fe Avenue, Los Angeles 21, California 


ches 














LETTERS 





tion, they could first, from a survey, ascertain the 
number of houses required, the price range necessary, 
secure the land, make contracts for material and 
labor on the basis of a long-term contract, set up a 
central operation to frame plans, for studying, etc., 
on a more or less mass production basis on the ground. 
On this kind of an organizational basis, homes could 
be produced within reasonable cost. 

If the construction industry does not recognize the 
necessity of solving this problem, it is my opinion that 
we will see this activity taken up by such organiza- 
tions as large life insurance companies. 

I hope you will pardon me for writing you at such 
length, but this was an opportunity to give you some 
of my ideas which was too good to miss.—E. 0. 
SHREVE, vice president, General Electric company, 
New York. 

For an example of what one town, Concord, 
N. H., is doing cooperatively to solve its hous- 
ing problem, see the article on page 46.—The 
Editors. 











WE ARE NOT MR. ANTHONY 


But we might be of help if you have a problem. 

The editorial files of the American Lumberman & 
Building Products Merchandiser are most complete, 
particularly on management problems in the field of 
manpower, materials handling, marketing, merchandis- 
ing and creative consumer selling and sales manage- 
ment. If you have any problems in any of these fields, 
do not hestitate to write us. 

It is just possible that the problem you write us 
about might be of sufficient general interest that we 
can make a special survey or research project of it. 

Whether your problem is small or large, involved or 
simple, we would like to hear from you. Send us your 
questions. We will be delighted to be of service. 

THE EDITORS 











Change Means Progress 

To the Editors: ... There is a great deal of tradi- 
tion connected with the magazine which has been so 
long known as the AMERICAN LUMBERMAN and just 
as all of us humans are inclined to resist change, it 
would be only natural that many of us who have so 
long been in the lumber field would have perhaps a 
feeling of regret to see the name and some of the 
old tradition laid away. 

As we look at it realistically, however, no trade 
magazine has any real reason to exist other than to 
be of service to its subscribers. As I see it, the 
AMERICAN LUMBERMAN has been changing and it 
must continue to change with the times; otherwise it 
would cease to progress. 

Building of homes has today become a rather com- 
plete organization job in bringing together many skills 
and many types of materials which are today re- 
quired in building even the most modest of homes. 
It is no longer possible to think of home building or 
construction of any kind in terms of some one ma- 
terial. 

This means that lumber dealers are no longer in 
the category of warehousemen storing a certain basic 
material which as building is done in a certain com- 
munity will move out automatically to the building 
site, and while many retail lumber dealers still refer 
to themselves as lumber companies, there are very 
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CIDENTS 


Employers Mutuals Service 
helps keep them from happening to you 


\Every day of the year accidents kill 260 
people and seriously injure 28,100 more— 
at home, at work, on streets and highways. 
The total cost is well over a million dollars 
a day. 


Tonight hundreds of thousands of men are 
with their families—men who would not 
be there except for the achievements of Em- 
iployers Mutuals engineering service in re- 


iducing accidents and saving lives. 


The outstanding reputation of Employers 
Mutuals for accident prevention began 
|many years ago. Back in 1911, in Wiscon- 
‘sin, a group of far-sighted manufacturers 
decided to share their chances of loss in 
jorder to lower the actual cost to each of 


them. That was the start of Employers 


Mutuals—the beginning ofa story of service. 


Because accidents kept the cost of insur- 
ance high, they put safety engineers on the 
job to wipe out the causes of accidents and 
to devise safer methods of working. Then 
came industrial nursing, first aid programs, 
and modern physiotherapy laboratories. 


Employers Mutuals service followed the 
needs of the policyholders. When one 


: EMPLOYERS MUTUAL LIABILITY INSURANCE COMPANY OF WISCONSIN 


a 


needed service in Michigan, Employers 
Mutuals obtained a charter to operate there. 
Another policyholder wanted coverage in 
New York, then in Texas. Again Employers 
Mutuals went along. Today they are repre- 
sented in all 48 states. 


Large business organizations 
insure with Employers Mutuals 


Thousands of important companies place 
their insurance with Employers Mutuals 
because they have made it their business 
to investigate the sound administration, 
outstanding service, and reduced accident 
rates that mean lower insurance costs. 


It is equally good business for you to 
insure with Employers Mutuals 


It is sound business for you to enjoy the 
same advantage of Employers Mutuals 
safety work, the prevention of accidents— 
no matter where they may be waiting for 
you—and the consequent lower insurance 
costs. Use the coupon to get information 
about the policies you may need. 


How Employers Mutuals 
Make Insurance Understandable 


Employers Mutuals have always 
endeavored to make insurance 
understandable, through their repre- 
sentatives, and through the E-M In- 
surance Survey. Now they are 
furthering this endeavor through in- 
formative advertising and by the 
publication of "A Dictionary of In- 
surance Terms—How to Understand 
Insurance and Buy It Intelligently.” 
This dictionary, with more than 200 
definitions, and many specific ex- 
amples, is yours for the asking. 


FREE?! 


Just fill out, 
clip, and mail 
the coupon for 
your copy, and 
for information 
on policies you 
may need. 


DK TIONAR) 
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ESTABLISHED 1911 


EMPLOYERS MUTUAL FIRE INSURANCE COMPANY esrastsueo 1935 
Home Office: WAUSAU, WISCONSIN 


make Insurance Understandable 


Check (Vv) the Coverages in 


which you are interested 


y |_| Automobile 
; _]Burglary 


8 [Comprehensive 
Protective Policy 


; (Fidelity Bonds 
(_]Fire 
[JExtended Coverage 


[]Group Health, Accident, 
Hospitalization 


[_]Tornado 
[_]Boiler & Machinery 
[_| Public Liability 


[_] Workmen's 
Compensation 


om Se eeecece eoeeeeeeseecs ecoeseeeeeccces ee 


Insurance Information Bureau, 

Employers Mutuals of Wausau, Wausau, Wisconsin 
Please send me, free, "A Dictionary of Insurance 
Terms” and information on the insurance checked 
for [_] Business [] Personal protection. 








Everybody's 


Talking about 
Sisalation! 


CONTRACTORS SAY: 


“Sisalation is a natural for low cost 
insulation. Not only does it insulate 
— it’s an effective moisture-vapor 
barrier as well !’” 


ARCHITECTS SAY: 


“Reflective insulation has proved its 
value over many years. Sisalation is 
inexpensive and ideal for insulating 
low cost homes !” 


DEALERS SAY: 


“Sisalation is everything you say it 
is. Please repeat my last order and 
send additional literature !”’ 





Its reflective surface keeps houses warm 
in winter, cool in summer. You'll be talk- 
ing about Sisalation too! Send for your 
free sample and complete information. 








Meet the Unseen Guardian! 
»Symbol of Sisalkraft Products — 
guardian of your comfort — pro- 
tector of your home investment. 


=e - oo oe oe me em es a 
e SISALKRAFT Co., 205 W. Wacker Dr., Chicago 6, Ill. 


Gentlemen: Please send me folder and free sample 
of your new low cost Sisalation! 





Address 
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LETTERS 





few of them whose dollar volume is not 50 percent 
or better in sales of building materials other than 
lumber. I do not think that this increasing volume 
in dollar sales of other materials is entirely due to a 
decreasing sale of lumber, although during the war 
years it could very well have been so. On the other 
hand, I am inclined to think that it is very largely 
accounted for through the improvement in house de- 
sign and construction which by its very nature calls 
for many other new and additional materials. 

This then means that our former lumber company 
has without really realizing it, become not simply a 
distributor of lumber but he has become a distributor 
of lumber and building materials. Many of them 
have already changed the names of their firm, and 
many more of them will do so in the near future. 

As you well know, quite a number of our trade 
associations now call themselves lumber and building 
material dealer associations. 

It would seem to me that in laying out the policy 
for the future of the AMERICAN LUMBERMAN, you 
could not do other than to recognize the present situa- 
tion which is not something that is theory but is an 
actual and accomplished fact. 

I can’t help but feel .. . that this new name does 
still emphasize lumber as one of our basic building 
commodities, but it also realistically recognizes that 
it must always deal as a part of other building mate- 
rials in today’s modern building. 

My carefully considered reaction to your change 
of name and policy is that you have accomplished an- 
other forward step in maintaining your magazine as 
one of the leaders in the building industry field... . 
W. C. BELL, managing director, Western Retail Lum- 
bermen’s association, Seattle. 


30-Day Lumber Dealer Course 


To the Editors: I am interested in the 30-day lumber 
dealers course mentioned in the October 26 issue of 
your magazine. It appears on page 52 in the Mer- 
chandising Clinic section. Could you please send me 
more detailed information on this course? Where is 
it given? Who is eligible to take it? What does it con- 
sist of ?—ROY B. CHURCH, Utica, Mich. 

We suggest you get in touch with your re- 
gional retail association secretary who will be 
able to give you the information you request. 
—The Editors. 
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THE GREATER FREEDOM 


We have just won a great victory—Freedom from 
price control—but industrial warfare threatens the 
fruits of that victory. 

Freedom from price control came to us when our 
people realized that price is a law of nature and 
that any breach of natural laws carries an inherent 
reaction that is inimical to human interests. 

We now have a greater victory to win—over an 
enemy much more dangerous than price control— 
industrial strife! 

Industrial conflict, like price and profit control, is 
the enemy of all the people. Should we not ask our- 
selves what natural law are we breaking to bring this 
negative reaction? 

Again, as in price control, we are dealing with the 
natural law of self interest. 

Enlightened self interest did away with price con- 
trol. Enlightened self interest will bring industrial 
peace, 

To bring a realistic understanding as to what is the 
evreatest self interest to both groups in the industrial 
strife—capital—management—employer on the one 
hand, and worker—employee—labor on the other is 
the problem. 

The first step in such an understanding is the wide- 
spread acceptance of the obvious truth that industrial 
peace is in the greatest self interest of all. This 
should not be too difficult to achieve. 

Because it is a question of method rather than 
principle, the ingredients of industrial peace should 
then be examined. 

Fortunately we have for detailed analysis many 
examples of decades of industrial peace in both large 
and small businesses in America. 

What phenomenon do we find in these companies? 

-A sense of economic justice on the part of the 
worker group. 

—A history of profit in the capital-management 
group. 

- The substitution of cooperative for coercive tech- 
niques, 

Incentives to increased production on the part 
of the workers and management with suitable rewards 
to the individual. 

— The finest human relations extant in business 
life. 

How are these things achieved? 

- By a management that accepts the obligation to 
manage. Industrial warfare basically is grounded in 
the failure of management to manage. Every strike 
in history if traced to its roots would be found 


grounded in an original fault of management, present - 


or previous. 

Historians indict our generation in retrospect for 
its paucity of leadership—to lead is to manage; to 
manage, lead. 

We boast about the system of free enterprise which 
made America the greatest nation on earth. We for- 
get to mention that it was free enterprise plus the 
hardest working management in history — manage- 
ment that carried the keys to the shop—who opened 
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the doors-in the morning and was the last to leave at 
night—management that worked with, as well as di- 
rected, its man power. 

We have such management in America today and 
where it is found there exists satisfactory industrial 
relations, profits, and industrial peace! 

An analysis of such companies gives the following 
formula for satisfactory industrial relations: 

[Based on scores of case histories that prove the 
formula, any management which will undertake the 
following 12 steps in its employee relations can have 
maximum production, increased profits and industrial 
peace. | 


1. Provide for each employee a fair job evalua- 
tion. Make him understand that anything less than 
that minimum will be unsatisfactory. Give him an 
understanding of the causes for disciplinary action. 


2. Set up incentives and rewards for extra thought, 
ingenuity, loyalty, resourcefulness and enterprise. 
Share the savings arising from employee inventive- 
ness. 


3. Offer reasonable job security and an under- 
standing of why he has it with you. 


4. Stress the significance of the individual. Have 
respect for his personality. Give each employee a 
sense of being needed and important. 


5. Inform your employees of what is going on in 
your business. Consult them within their capacity 
for contribution. Draw out the best thinking of which 
they are capable. 


6. Set fair wages. Have an equitable compensa- 
tion plan based on growth of pay with growth of 
productivity. 


-_ 


7. Provide decent environment and pleasant work- 
ing conditions. 


8. Demonstrate a real interest in the individual’s 
health and happiness. 


9. Provide an opportunity for mental development 
and progress implemented with training facilities. 


10. Assure some responsible management factor 
to gripe to and that gripes will be fairly considered. 
Modify or remove causes for friction. 


11. Give each employee a sense of belonging, of 
being a member of a winning team. 


12. Make the interest of the employee coincide 
with that of the company. 


This is the Road to that Greater Victory—Freedom 
from Industrial Strife. 


EDITOR 
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ALL new homes in Concord are being built along existing streets where gas, water, sewer 


and electricity are available. Workmen have just completed water and sewer connections for 


these four houses. 


Solving Home Building Problems 
on a Community 








In Concord, N. H., the Chamber of Commerce queried 
residents to find how many wanted to build and how 
much they could afford for shelter; then, the Concord 
Housing committee, with the help of bankers, architects 
and builders, showed prospective home owners the 
easiest way to achieve their goal. 








Co Core, capital of New 
Hampshire, is a city of 27,213. 
It has the same housing problems 
faced by most cities of its size, but 
it is solving them in a somewhat 
different way. 

Realizing that the acute housing 
shortage throughout the country 
would stepup competition for build- 
ing materials and labor in other 
cities, the industrial division of the 
Chamber of Commerce mapped a 
program to make it as easy as pos- 
sible for the prospective home 
owner to build. 


AIMED TOWARD REDUCING COSTS 
THIS program was aimed toward 
reducing building costs by co-oper- 
ative action on the part of archi- 
tects, contractors, bankers and 
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others affiliated with the building 
trades. 

The first step was the distribu- 
tion of a housing questionnaire. 
Every commercial and industrial 
establishment was supplied with 
business reply cards to be distrib- 
uted to employees upon request. 
The card asked two questions: 


1. Do you want to build a home? 


2. Do you want to rent an apart- 
ment? 


Persons who indicated they 
wanted an apartment were asked 
to inform the committee how many 
rooms they required; how much 
rent they wanted to pay and what 
part of the city they preferred to 
live it. This data was correlated 
so that out-of-town interests con- 


sidering the erection of modern 
apartment houses in Concord would 
know the extent of local needs. 
For people interested in build- 
ing new homes, a special question- 
naire was prepared, covering every 
phase of information needed by 
the housing committee. This data 
was also tabulated so the committee 
knew where people wanted to build, 
the type of home desired and how 
much money families were pre- 
pared to invest in new houses. 


QUESTIONNAIRES TABULATED 

TOTAL number of questionnaires 
returned numbered 198. Twenty- 
two persons replied that they 
wished to build on a lot they now 
owned; 12 said they had another 
lot in mind; 30 replied that the 
lot they owned or had in mind was 
on a street with existing water 
and sewer connections; 36 persons 
said they wanted to purchase a lot; 
19 wanted to build a home in a 
subdivision of 10 to 50 houses if a 
saving of five to 10 percent in over- 
all costs could be effected. 

Replies to the question, “In what 
section of the city would you pre- 
fer to locate your home?”, indi- 
cated that residential construction 
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would take place in all sections of 
the city not prohibited by building 
codes. 

Inquiry showed that the six-room 
house was the most popular size by 
number of rooms. Thirty-five per- 
sons wanted a six-room house and 
20 a five-room house; otherwise, 
the replies varied considerably, but 
only one prospective builder was 
interested in as many as eight 
rooms. Sixty-three, by far the larg- 
est number replying to this ques- 
tion, preferred a two-story house; 
69 said they wanted a house with a 
cellar while only eight voted no to 
this question. 


WOULD SPEND $6,000 


BY FAR the largest number, 29, 
planned to spend about $6,000 for 
their house. Here is a further 
breakdown: $4,000, nine; $5,000, 
nine; $7,000, 12; $8,000, eight; 
$10,000 or over, seven. 

Most prospective home owners 
felt that $45 was the maximum 
monthly payment they could make, 
excluding heat and maintenance. 
The breakdown: $30, five; $35, five; 
$40, 18; $45, 22; $50, 15; $60, eight; 
$70, six; over $70, three. 

The survey indicated that about 
20 percent of the replies received 
were signed by veterans. 

As a further aid to the prospec- 
tive home owner, the Housing Com- 
mittee issued a booklet entitled, 
Your New Home in Concord. Un- 
der the subheading Get Your Land, 
the committee suggested several 
important factors to consider be- 








BECAUSE of a lack of sheathing, thid house has been closed in by asphalt paper to enable 
workmen to complete the interior for occupancy by early January. Sheathing and outside 
porches will be a spring job. 


fore buying a lot. It pointed out 
that a 1945 survey by the Board of 
Assessors showed that Concord had 
379 vacant dwelling units. 

“The fact that there are so many 
vacancies at a time when houses 
are in so great a demand indicates 
that they must be over-priced or 
unsuitable for occupancy,” said the 
committee report. 

“Some of these units should be 
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WORK on this house is being rushed by a 12-man crew to assure completion before cold 





weather sets in. This is the thirteenth house built by one contractor this year. 
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converted into useful property. If 
you can buy one that is structurally 
sound, in a suitable location and 
fairly priced, you can probably 
save money in comparison to what 
you would spend for a new site and 
building.” 

The City Planning board pre- 
pared a map to show vacant land 
on or near streets already provided 
with sewer and water facilities. 


BUILDING PROCEDURE OUTLINED 


OTHER subheadings of the book- 
let like Get Your Money, Get Your 
Plans and Get Your Contractor pro- 
vided a basic background of infor- 
mation for the prospective builder. 
A table of mortgage values was 
provided to assist the homeowner in 
determining how much he could af- 
ford to pay. Four Concord archi- 
tects provided detailed floor plans 
for the booklet, houses ranging in 
price from $4,660 to $11,000. 

Through a co-operative effort, 
the Housing committee hoped that 
builders would effect significant 
savings by taking advantage of the 
benefits of quantity discounts, car- 
load prices, use of heavy equip- 
ment, efficient rotation of labor and 
other factors. Only four prospec- 
tive home owners were interested 
in the construction and ownership 
of a multiple house (four to six 
dwelling units under one roof) at a 
saving of 15 to 20 percent per 


Photos by Lloyd T. Olmstead, Concord Chamber of 
Commerce 
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BUILDING mechanics are reconverting the second story of this house into a five-room apartment 
for an ex-G!l and his wife. Her family will continue to occupy the first floor of the house. 


dwelling over the cost of an in- 
dividual house. 

The current building program 
is being carried through without 
amending the city’s building code 





consdered emergency housing. 

In the first ten months of this 
year, Concord had issued permits 
covering construction of 49 one- 
family houses and 41 additional 





With 92 new construction jobs au- 
thorized at an estimated cost of 
289,000 and 78 other permits issued 
covering $861,000 worth of addi- 
tions or alterations to existing 
properties, a residential work pile 
of $1,150,000 has accumulated. 


RENT CONTROL HINDRANCE 


ABOUT 100 more units are 
needed to fill the demand. It is 
expected that these units will be 
completed in 1947 unless, as a 
spokesman for the Concord project 
pointed out, rent control which be- 
came effective Nov. 1 “adds to the 
burden of people who want to build, 
especially those who have plans to 
remodel property and create addi- 
tional housing units from existing 
one- and two-family houses.” 

The government has_ provided 
the greatest stumbling block to the 
Concord effort. 

“The picture as we see it,” said a 
Chamber officer, “is that through 
the GI priorities the government 
has tried to favor people without 
sufficient funds to build using as 
bait the $2,000 capital which they 
furnished to help a GI commit eco- 
nomic suicide. 

“We have on the drawing boards 
in Concord over 100 houses desired 


ro 









by people who have sufficient funds 
but no priorities. If the govern- 
ment would only let us alone, we 
could solve our problems in New 
England.” 


and zoning regulations. It is not apartments in existing buildings. 


THIS duplex house with a eight-foot cellar is being built for about $12,000. Questionnaires 
returned to the Chamber of Commerce showed 69 prospective home owners want a house 
with a cellar; only eight did not. 
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Industry Engineered House, Advocated in 
Editorials, Well Received by Advisory Council 


HE CONSTRUCTION Indus- 

try Advisory Council of the 
United States Chamber of Com- 
merce, meeting in Washington on 
Nov. 20-21, took two steps of special 
importance to the light construction 
industry. 

The first was the adoption of a 
policy statement favoring the im- 
mediate removal of all remaining 
emergency regulations on construc- 
tion. The second was the authoriza- 
tion of a Building Construction 
Research Board. 

The question about the removal 
of controls was argued at length; 
both before the committee on pol- 
icy and before the council. Some 
fear was expressed, especially by 
the National Association of Home 
3uilders, that an abrupt ending of 
these regulations might have a 
chaotic effect upon veterans’ hous- 
ing. A good many veterans have 
said that if private industry did 
not construct houses for former 
service men, then the veterans’ or- 
ganizations would “raise hell with 
the government” until Uncle Sam 
built the houses. The majority, 
while taking a sympathetic view of 
these matters, held that preferen- 
tial treatment of veterans and their 
housing problems should be under- 
taken at a local rather than at a 
national level. 


POLICY STATEMENT APPROVED 


AFTER a full and friendly dis- 
cussion the council approved a pol- 
icy statement that “All remaining 
wartime and emergency regulations 
on construction, including rent con- 
trols on new building, priorities, 
subsidies, and market guarantees, 
should be removed immediately.” 
Only in this way, said the council, 
would it be possible to stabilize 
prices and to eliminate the wasteful 
delays and abnormal costs of pres- 
ent operations. 

Eric A. Johnston, former Presi- 
dent of the U. S. Chamber of Com- 
merce and chairman of the special 
research committee of the Advisory 
Council, prepared a report in re- 
gard to construction research. “The 
research problem in an industry as 
decentralized as this,’ he said, “.. . 
is a difficult one. There is no one 
group in the industry equipped or 
in a position to provide the research 
informational facilities and lead- 
ership for all the other groups... . 


There is little correlation of activ- 
ity. There is no one place, for ex- 
ample, where one can go to find 
out what advances have been made 
in construction practices during 
these crucial war years.” 

This subject has long been under 
discussion, 4nd members were fully 
agreed and prepared to act. The fol- 
lowing was written into the State- 
ment of Policy: “An important step 
forward can be taken at this time 
through the setting up of a tech- 
nical clearing house of information 
under impartial, non-governmental 
auspices with the co-operation and 
support of both the private indus- 
try and government agencies con- 
cerned with building construction. 
To that end we request the National 
Academy of Sciences, through the 
National Research Council, to set 
up a Building Construction Re- 
search Board, utilizing the general 
pattern already established by the 
existing Highway Research Board.” 


WORK THROUGH SCHOOLS 


WHILE working details were not 
officially announced, it is under- 
stood that the proposed Building 
Construction Research Board would 
be started off with a fund of half a 
million dollars, to be donated by 
private industry groups. Later 
budgets would depend upon need 
and results. It isn’t intended to set 
up special laboratories but rather to 
utilize the services of universities 
and technical schools, on a contract 
basis. 

Norman P. Mason, president, Na- 
tional Retail Lumber Dealers As- 
sociation, approved these research 
proposals and stated that the value 
of such efforts has been proven by 
practical results, already gotten 
through co-operative efforts in va- 
rious parts of the industry. The 
real drive back of practical research 
is to give the public more for less; 
that “it is because we need bread 
and butter for our families that we 
keep improving our pfoducts and 
our services.” Mr. Mason mentioned 
the new kiln-drying processes, new 
adhesives, new types of plywood, 
the new splicing joint, the develop- 
ment of insulation, the prefitted 
window and the prefinished floor. 

The modular-size program has 
been a _ co-operative undertaking 
among producers and distributors; 
and the same type of cooperation is 
now producing the Industry-Engi- 
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neered Home or, as it is frequently 
called, the Domino House. The sys- 
tem employs a_ single modular 
standard unit measuring 16 by 24 
feet; and these units may be ar- 
ranged side by side, end to end, side 
to end, or one above the other. The 
combinations, sizes-and finished ap- 
pearance can be infinitely varied. 
The efficiency idea is based upon 
the fact that plans can be fitted to 
materials without waste of labor or 
materials and that equipment, such 
as plumbing, hardware, lighting 
and heating equipment and interior 
finish that is exactly suited to the 
finished: job can be packaged to suit 
the job. The idea is to use the 
skills, techniques, materials and 
plants which are at hand and to co- 
ordinate them for the purpose of 
eliminating wasted efforts. 

Jesse P. Wolcott, Michigan, who 
will be chairman of the House 
Banking and Currency committee 
and in a strategic position to influ- 
ence legislation on national housing, 
said Congress has received a clear 
mandate to give the government 
back to the people. It is the pur- 
pose of Congressional leaders to re- 
move controls from business with as 
little shock to the national economy. 
as possible. Mr. Wolcott said he 
doubted if the 80th Congress would 
give too much attention to the Wag- 
ner-Ellender-Taft bill. 


1946 RECORD CONSTRUCTION YEAR 


THIS year’s dollar total of con- 
struction will be about two and a 
quarter times that of 1945, Thomas 
S. ‘Holden, president, F. W. Dodge 
corporation, stated. With the ex- 
ception of 1942, at the peak of war 
construction, 1946 will show the 
largest construction total of which 
there is a record. 

Richard J. Gray, president, Build- 
ing and Construction Trades De- 
partment, American Federation of 
Labor, said the present year calls 
urgently for co-operation between 
labor and management. It’s rea- 
sonable to expect this co-operation, 
since the record of the construction 
industry in making collective bar- 
gaining work without strikes or 
lockouts is good. 

The Construction Industry. Ad- 
visory Council, created last year by 
the Chamber of Commerce, repre- 
sents about 90 national associations 
that are part of the big construc- 
tion industry. 
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Kestlieut 


Floor Coverings 





EACH square of asphalt tile is applied separately, 
which allows for an infinite number of designs. 


Attractive -- Easy to Clean -- Durable 


N TODAY’S HOMES where in- 

teriors are designed and fur- 
nished to add to the comfort and 
pleasure of the family, flooring has 
become more than just something 
to walk on. It is selected for ap- 
pearance and quality with as much 
care as draperies and furniture. 

The inherent characteristics of 
attractiveness, ease - of - cleaning, 
durability, quietness and comfort 1 
underfoot have made resilient floor- 
ings increasingly popular for home 
and commercial use. There is a 
specific flooring among linoleum, 
asphalt tile, cork tile and rubber 
tile to fit almost any need. 

Linoleum, long used as a flooring 
for kitchens, bathrooms and nurs- 
eries, is now made in a wide range 
of color and patterns and is being 
used extensively in other rooms of 
the house. 


elon 
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MANUFACTURING PROCESS 


INVENTED in 1862, linoleum 
is made by combining tough, rub- 
bery oxidized linseed oil with 
ground cork, resins, pigments and 
fillers. After oxidizing, the linseed 
oil is “cooked” with various resins 
to produce an even tougher, elastic 
mass called “cement.” After aging, 
the cement is combined with wood 
flour (or ground cork), pigments 
and fillers in exact proportions. 
These are mixed in a series of 
massive machines. Since colors and 
patterns extend through to the 
backing, they remain clear and 





HOW the waste space of this basement was 
changed into an attractive music room are 
shown in these before and after photos. 
Asphalt tile was used for the floor because 
it is entirely satisfactory for on-grade and 
below-grade installations. 
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thing RESILIENT flooring in this retail building 
products store not only presents a neat and 
Yr ap- H attractive appearance, but is a good ex- 
much ; ample of a product in use. 
e, 
cs of | sharp as long as the linoleum lasts. 
ning, The result, called linoleum com- 
nfort | position, is applied to a backing 
floor- of asphalt impregnated felt, bur- 
home lap or other fabric. Heated cal- 
IS a ender rolls exert great pressure to 
leum, | produce a smooth, dense finish. The 
ibber linoleum is then hung in long, 
heated ovens to season. Curing 
oring H takes many weeks, depending on 
nurs- i the thickness of the material. When 
range fully seasoned the linoleum is given 
being F a protective finish and rigorous in- COLOR coordinated linoleum walls and floors turned this unattractive, old-fashioned bathroom 
ns of spection before being cut and into one that is both modern to look at — ye to keep clean with its smooth surfaces and 
wrapped into rolls. ne ee 
i The main types of linoleum are 
| plain, jaspe, marbleized and em- 
Jleum bossed and straight line inlaid. The 
rub- general term “inlaid” is popularly 
with applied to all true linoleum in which 
; and { the color extends through to the 
nseed back of the material. 
esins ff 
lastic LINOLEUM STYLES 
ging, i PLAIN linoleum is in solid col- 
wood ors without pattern or design. It 
nents comes in a wide range of shades, 
tions. all harmonized for use together or 
2s of in combination with patterned or 
s and other types. The use of this type 
- the is increasing because it lends itself 
and to striking modern effects. 
Jaspe also is without pattern, 
—_— but it differs from plain in that it 
ym are has a multi-tone, striated appear- 
photos. 
yecause Photos and factual information: Arm- 
i. aad F strong Cork company, Congoleum Nairn 


Inec., Goodyear Tire & Rubber company, 
Johns-Manville Sales corporation. 
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It lends itself to use as an 


ance. 
all-over floor, but a wide variety 
of designs can be achieved by cut- 
ting and fitting jaspe in unusual 


ways. It may be laid in square 
and oblong blocks to form a basket- 
weave design; it may be laid her- 
ringbone fashion and .sometimes 
entire rooms are floored with one 
large mitred square. A new treat- 
ment is to use several shades of 
jaspe together, joining them with 
a jagged icicle seam. 

Marbleized linoleum has an all- 
over marble effect with rich grain- 
ing and coloring. This is an at- 
tractive and exceedingly practical 
type that tends to hide footprints 
and other dirt. It is widely used 
in kitchens, laundries, bath, utility 
and other rooms where traffic is 
heavy. 

Straight line inlaid linoleum is 
produced by inlaying diecut blocks 
or other designs into the pattern 
field. The lines between’ these 
blocks are clean cut and distinct. 

Embossed inlaid linoleum pro- 
vides a distinctive floor effect not 
obtainable in other types of resili- 
ent material because in this type 
certain portions of the pattern are 
slightly depressed — embossed — 
with the result that blocks or other 
elements of the design stand out in 
relief. 


LINOLEUM DIMENSIONS 


MOST types of linoleum are 
made in three thicknesses, but the 
principal ones are 4% inch gauge 
(.125 inch thick) and standard 
gauge (.102 inch thick). It comes 
in six-foot widths, hence only one 
seam is necessary in the average 
room. 

The versatility of linoleum is 
shown in its many applications 
around the home. Its use as a sink- 
top and as a covering for other 
kitchen work surfaces has been in- 
creasing rapidly. It can be found 
on both horizontal and vertical 
work surfaces where an attractive, 
colorful, easy-to-clean covering is 
desired. As a modern wall cover- 
ing, it consists of linoleum com- 
position on a fabric backing. Its 
flexibility permits rounding all cor- 
ners for appearance and cleanliness. 

Linoleum may be installed on vir- 
tually every type of sub-floor— 
wood, concrete (if it is suspended 
and thoroughly dry), metal or ter- 
razzo. Installation is a rapid proc- 
ess, so there is little interference 
with normal activity in the home 
or commercial establishment while 
the floor is being laid. Linoleum 
should not be installed on any floor 
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DRAB and inconvenient, above, this kitchen was turned into a pleasant and easy to care for 
room through the use of linoleum on floors, walls and counter tops. 


in direct contact with the ground. 
At all times the manufacturer’s rec- 
ommendations as to primer and 
adhesive should be followed. 

Asphalt tile is a low-cost floor- 
ing that is resistant to the harm- 
ful effects of moisture and alkali. 
It is made of high quality, inert 
raw materials—asbestos fiber, min- 
eral pigments and asphaltic or res- 
inous binders and is given a coating 
of wax at the factory. 

It is the only type of resilient 
floor material that should be used 





on concrete sub-floors in direct con- 
tact with the ground on or below 
grade. It was developed primarily 
for basement and on-grade areas 
where the moisture and alkali pres- 
ent in the concrete sub-floors make 
linoleum and most other flooring 
impractical. Its use, however, is 
not restricted to such areas. 
Manufactured in a wide variety 
of plain and marbleized colors, as- 
phalt tile will harmonize with any 
decorative scheme. It lends itself 
for use with monograms and other 
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contains natural resins which act as 
the binder when it is baked and 
molded under heat and pressure. 


re for 




















COUNTER-TOPS of linoleum and flooring of linoleum and asphalt tile are featured in these 
three display windows. Shown are a model kitchen, recreation room and bathroom, illustrating 
through use the versatility of the product. Large neon.signs help attract customers. 


PANELS with linoleum patterns fastened to 

both sides simplify selling for this dealer. 

Sample plaques are backed up by full rolls 
in the stockroom. 


decorative, custom-designed insets. 
It is sold in 4% and3/16 inch 
gauges and block sizes 6x12, 9x9, 
9x18, 12x12, 12x24, and 18x24 
inches. Not all of these sizes are 
carried by all the manufacturers. 


having been off the market during 
the war. Comfortable and quiet un- 
derfoot, rubber tile provides a long- 
wearing floor with rich coloring. 
Rubber tile is available in three, 
four, six, nine, 12 and 36-inch 
squares, and 3x6, 6x12 and 9x18- 
inch oblongs. Rubber flooring is also 
available in sheet or roll form, ap- 
proximately 20 yards in a roll 3/16 
inch thick or about 30 yards of % 
inch thick. 


INSTALLING RUBBER FLOORING 


When installing rubber flooring, 
the sub-ficor surface must be clean, 
dry and smooth. Any sub-floor 
irregularities will show through to 
the surface of the finished floor. It 
should not be installed on any con- 
crete sub-floor in direct contact 
with the earth, whether at or be- 
low grade level. A circulating air 
space of at least 18 inches below 
the floor is a minimum requirement 
to avoid moisture difficulties. 

All wood sub-floors must be 
double-constructed, tightly nailed 
and any damaged or rotted boards 
replaced. The surface must be 
sanded unless new or absolutely 
smooth. Floors too rough for prop- 
er preparation by sanding may be 
conditioned for rubber flooring by 


Especially quiet and easy on the 
feet, cork tile is used where com- 
fort is a prime consideration, where 


traffic is not heavy and where there 


is no excessive dirt problem. It is 


made in various shades which may 


be combined to make interesting 
floor designs. 

Other special floorings made by 
different manufacturers include a 
linoleum and an asphalt tile which 
are used where there is an explo- 
sion hazard due to static electricity. 
One company has an oil-bonded 
flooring which is highly resistant to 
abrasion and indentation. 


Precise specifications for the in- 
stallation of resilient flooring are 
furnished dealers by the manufac- 
turers. These rules of _ installa- 
tion, followed closely, insure the ut- 
most in value from the materials. 
One specific recommendation, how- 
ever, is that linoleum be coved up 
the sides of the wall a few inches 
either by flashing the material it- 
self, as in the case of linoleum, or 
by using top-set cove bases, for 
smart appearance and to eliminate 
dirt-catching, right-angle joints 
where floor and wall meet. Cove 
base provides a convenient means 
of producing a joining that is vir- 
tually an extension of the floor. 


STORING AND DISPLAYING 


LINOLEUM is usually shipped in 
crated or well-wrapped rolls while 
the resilient tiles are shipped in 
Care must be 


cardboard cartons. 





-On- Since asphalt tile is installed by installing three-ply plywood, nail- 
low cementing each tile to the sub-floor ing with flat-head screwnails on 
rily individually, a single tile that may _gix inch centers. 
ni : be damaged accidentally can be re- Do not install any rubber floor- 
ow placed without disturbing the rest ing in areas exposed to a great deal 
ing . of the floor. Cigarette and match of oil or grease. 
~ burns can be removed by a light 
, rubbing with fine steel wool. It CORK TILE 
‘ety must be installed over suitable sub- CORK tile, the most resilient of 
on. floors in accordance with manufac- all flooring, is a fine quality floor- THIS little kitchen makes the most of the 
any | turer’s instructions. ing made of pure cork curlings. No -_ ye = ea =e the floor 
self A fine resilient flooring material, color pigments, binders or fillers rs a rag a Rh cna Sage 
her rubber tile is available again after are used in cork tile. The cork ter tops and splash boards. 
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NAIRN LINOLEU-M 
COLOR CORRELATED . 
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RUBBER flooring in this kitchen and breakfast room adds to the neatness and attractiveness of 
this room and lessens fatigue of the housewife who must spend a great deal of time on her feet. 
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AS MODERN as tomorrow, this showroom in a retail building products store is designed for selling. 

“In-use” displays and a cabinet for building color schemes help the customer to visualize the finished 

installation. The center table could be used for showing house plan books, etc., making it possible 
for customers to relax and make remodeling or building plans in leisure. 


exercised in unloading, handling 
and storing linoleum to prevent the 
ends of the rolls from being dam- 
aged and the rolls from being 
crushed, thus damaging the sur- 
face. 

Both linoleum and asphalt tile 
should be stored so that all patterns 
and gauges are readily accessible, 
either for inventory or use. The 
rolls should be stood on end. Racks 
or cases, marked with the various 
types and patterns, seem to consti- 
tute a practical means of making 
linoleum easily accessible and to 
protect the rolls from damage. The 
tiles can be stored according to 
type and pattern by referring to 
the labels appearing on each carton. 

From the retail selling stand- 
point, smooth surface flooring de- 
mands little floor space. Full rolls 
can be arranged neatly along a wall, 
with or without overhead trough 
lighting. More elaborate methods 
include selling from samples, in 
either dummy roll or plaque form. 
One or more “in use” settings can 
range from simple settings to elab- 
orate model rooms. They need not 
be confined to resilient flooring, in 
fact they are improved if cabinets, 
lighting fixtures, plumbing acces- 
sories, etc., are made a part of the 
display. 
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1936 Prophesy-- 


Not Just A Dream 


Ten years ago Art Hood wrote down his idea of what the building 
products merchant of 1946 would be like. Reprinted on this page, 
it is like a statement of the industry’s aims and accomplishments. 


RITTEN TEN YEARS ago, 

the prophesy of Arthur A. 
Hood, editor, AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MER- 
CHANDISER, reads like a blueprint of 
what the retail building products 
industry is becoming today. It was 
the picture before the war, and will 
be again as soon as shortages are 
alleviated. 

Mr. Hood wrote the prophesy in 
January, 1936, at the request of 
Paul S. Collier, secretary-manager 
of the Northeastern Retail Lum- 
bermen’s association for the Lum- 
ber Cooperator, the association 
magazine. As Mr. Hood stated, 
most dealers are now selling just 
about everything that goes into the 
building of a new home and the 
improvement of existing homes. To- 
day dealers are planning to empha- 
size the selling of a package—the 
complete home—not just separate 
sales of lumber, builders’ hardware, 
glass and millwork. 

Going even a step further, many 
dealers attract customers by saying 
so much down and so much a month 
for a new home, rather than stat- 
ing the complete price. This shows 
prospective owners that a home of 
their own is not out of line with 
their income. 

Stressing service as well as prod- 
ucts, many dealers offer customers 
well-filled libraries, architectural 
help, and assistance in planning 
financing programs, 

Not only are dealers working to 
make their store the center of the 
local building industry, but they 
are realizing the important part a 
woman plans in buying for the 
home. They are making their store 
comfortable and attractive for 
women shoppers. 

Cooperation and _ coordination 
among all those connected with 
building are the key words in to- 
day’s planning for a bigger and bet- 
ter industry which is prepared to 
serve consumers to the best of its 
ability. 








WHAT WILL THE SUCCESSFUL BUILDING MATERIAL DEALER 
OF 1946 BE LIKE? 


January |, 1936 


The building material dealer of 1946 will be the headquarters of the 
building industry in his local community. 


He will have ‘an office and a display room where a woman will feel 
comfortable shopping, because most of his business will be with con- 
sumers and the feminine part of the family are most interested in im- 
proved home surroundings. 


The dealer will, of course, sell everything concerned with the construc- 
tion of a new home and the improvement of an old one but he will not 
necessarily stock a large inventory of all of these items as these may be 
obtained from large central wholesale depots. The emphasis in the deal- 
er's advertising will not be on complete stocks, but on complete service; 
it will not be on warehousing but on selling. 


The selling will be on a "package" or complete unit basis and competi- 
tion will be on the basis of complete units rather than material prices. 
As no two complete units will be exactly alike there will be no exact basis 
of price comparison and therefore it will be easier for him to make a 
profit in 1946 than today, assuming of course that he does the necessary 
selling job. 


In 1946 the dealer's office will be headquarters for the local building 
industry; he will have the largest available home-building library in the 
community and architects, contractors, realtors and financing agencies 
will look to him for leadership. 


He'will surround himself with the beHer contractors and ablest archi- 
tects and real estate men and will have a closely knit cooperative organ- 
ization on a basis of one for all and all for one. 


In short he will be a retail merchant of building service instead of a 
building material dealer and he will make a profit because he will be 
rendering a consumer service and not carrying a few piles of lumber for 
contractors to bid for. 
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Lumber Production Since March 


At 35 Billion Foot A Year 


Level 


Because of production record since March, 1946 lumber forecasts 
have been raised from 30 billion to 32 or 33 billion board feet. 


By FRANK J. HALLAUER* 


| Use production dropped 
more than seasonally during 
the last quarter after VJ-Day. This 
was disappointing and discouraging 
for those who had expected quick 
improvement in the lumber supply 
situation. Even though the ab- 
normal decline was readily ex- 
plained by labor-management diffi- 
culties, which should be a temporary 
factor, it left a great deal of doubt 
about what could be expected for 
1946. Production by March showed 
more than seasonal recovery and at 
that time forecasts of 30 billion 
board feet for 1946, compared with 
a production of 27.9 billion for 
1945, seemed justified. Because of 
the still better production record 
since March, production forecasts 
for 1946 have been raised to 32 or 
33 billion board feet. Production 
since March has actually been at a 
level comparable to a 35 billion-foot 
year. 

Lumber use is no longer domi- 
nated by war. Whereas military 
construction and shipping lumber 
uses together were taking over half 
of all lumber during the war, they 
are now only a little above peace 
time normal. On the other hand, 
non-military construction in the 
first half of 1946 was getting twice 
what it was getting in the same 
period of 1945. In spite of this re- 
turn to more normal production and 
use in 1946, lumber flowing through 
yards is still far from normal. 

In Table one lumber stocks in 
distribution yards as of March 31 
and June 30, 1946, are compared 
with December 31, 1941. The fig- 
ures are from surveys started by 
the Forest Service in 1942 as an 
emergency project, and being made 
currently by the Bureau of the Cen- 
sus. 

There were some 14,492 yards 
classified as retail and 7,473 as 
wholesale in 1941. The stocks aver- 
aged about 445 M board feet for 
retail and 156 M board feet for 
wholesale yards, or an average of 
350 M for all yards. As of March 


*Forest Service, U. S. Department of 
Agriculture 
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TABLE | 


Lumber Stocks in Distribution Yards, 
1941 Compared with 1946 


As of 
Dec. 31, ‘41 
Retail Yard Stocks 

Region M. bd. ft. 
New England ..... .. 445,356 
Middle Atlantic . . 1,314,011 
South Atlantic . . 130,179 
Lake ..... 787,865 
Central -. 801,853 
Prairie _.. 1,150,411 
SE . . 905,349 
North Pacific ..... 134,935 
South Pacific .... 504,637 
Rocky Mountain _.. 288,185 
ae 6,462,781 

Wholesale Yard Stocks 
New England... ..... 35,679 
Middle Atlantic |. 219,247 
South Atlantic .. —- 39,633 
EY Sears 43,204 
ees ae 143,068 
I a Diahiac d brgomcn 6% 228,833 
South ...... ere» 141,980 
North Pacific ........ 43,572 
South Pacific ........... 236,014 
Rocky Mountain... 34,094 
RS AN 1,165,324 

















As of As of 
March 31, '46 June 30, '46 
M. bd. ft. M. bd. ft. 
57,058 59,363 
180,870 185,204 
24,851 31,846 
107,695 104,572 
80,014 94,998 
134,163 130,569 
126,843 176,059 
22,851 27,291 
111,407 133,443 
27,738 53,366 
873,490 996,711 
16,522 18,321 
77,607 95,840 
6,021 5,083 
15,895 18,710 
17,151 21,648 
39,500 40,353 
25,008 24,277 
2,885 9,304 
78,461 71,305 
4,768 7,340 
283,818 312,182 








31, 1946, the average was only 60 
M board feet for retail yards and 
for wholesale less than 40 M board 
feet. At these low averages many 
yards would have practically no 
stocks. 

Table two shows lumber receipts 
and turnover at distribution yards 
for the second quarter of 1946 and 
for the year 1941. Turnover in the 
second quarter of 1946 is based on 
stocks and receipts data obtained 
in the quarterly surveys mentioned 
previously. The turnover estimates 
for 1941 are based on stocks and 
sales reported to the National Re- 
tail Lumber Dealers association. 
The association obtained data from 
some 1,200 reporting yards as a 
basis for estimating the total for 
21,300 yards. Inasmuch as the 21,- 
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300 agrees so closely with the total 
number of yards in the Forest 
Service and census estimates, it is 
assumed the association figure for 
total yards is comparable to com- 
bined retail and wholesale yards in 
the Forest Service survey. 

The data in Table two show yard 
sales for 1946 running about half 
what they were in 1941. Because 
of the low stocks on hand, turnover 
in 1946 is about ten times stocks 
(on an annual basis) compared 
with a little more than three times 
stocks in 1941. The faster turnover 
partly compensates the distributors 
for the lower volume of business. 
that is, for the distributors who 
handle the business, but is an addi- 
tional handicap for consumers who 
are dependent upon distributors for 















































their lumber. With low stocks, and 
new supplies moving out as fast as TABLE 2 
they come in, the consumer must Lumber Receipts and Turnover at Distribution Yards 
evich when it is there. 2nd Quarter 1946 and Year 1941 
wal | nt wake Gen eee ees Reta” "Whekeale’” Total Retail and Wholesa 
olesale ° 
to consumer than was the case be- M. bd. ft. M. bd. ft. M. bd. ft. and Or. '46 Year ‘41 
fore the war, and apparently dis- Region M. bd. ft. M. bd. ft. 
tribution has not made much prog- New England .. 120,408 63,951 184,359 180,255 1,740,000 
ress toward return to normal Mid. Atlantic .. 384,230 176,228 560,458 537,891 3,960,000 
channels. To what extent and how So. Atlantic ... 67,554 16,789 84,343 78,286 490,000 
soon it will return to prewar chan- ime ......:.. 185,461 64,633 250,094 250,402 2,640,000 
nels remains to be seen. Consumers Central ....... 167,651 56,718 224,369 204,888 3,200,000 
a who have always purchased direct Prairie ........ 211,054 85,874 296,928 299,669 3,390,000 
from producers are not greatly or 433,955 82,257 516,212 467,727 3,200,000 
concerned over the distribution No. Pacific .... 84,809 24,254 109,063 98,204 530,000 
yard situation. Some who normally So. Pacific .... 359,992 253,952 613,944 599,063 3,100,000 
ce ek — Rocky Mountain 124,648 34,843 159,491 131,291 820,000 
"46 be less concerned than those who 
a i a ie ie i ae Total .... 2,139,762 859,499 2,299,261 2,847,676 22,570,000 
i. tiie ooh hae ne ea te pS OS eee rcs 151,585 500,000 
: ae different con- I ois n i's pp pn eden ee ees 2,999,261 23,070,000 
6 This breakdown is based on such 
2 general information as the follow- 
: ing. A study of lumber distribution TABLE 3 
| was made back in 1914. It showed . Estimates of Lumber Moving Through 
9 that factories received some 60 per- Distribution Yards by Uses. 1941 and 1946 
| cent of their lumber direct from Billion Board F 
: mills, or not more than 40 percent (Bi — si 1946* 
| from distribution yards; that rail- : : 
= roads received less than five per- _ —— poe barca ae 
| cent of their lumber from distribu- tion ‘ ose Yds. _— ti m Yds. 
tion yards. It is not likely that the Total 37.0 22.5 ” 33.0 120 . 
| erp a tang yards oe an mins ; 
1as changed greatly for these users. — OR 
0 A survey of farm production and te ne: a ha - en 
3 use of forest products made by the states aia _ 7 es 
0 Forest Service in 1987 indicated stants 93 7B 90 a 
B that a considerable portion of the a. _— - | -" He ba “ 
3 lumber used on farms is produced Buildin "R > hia 18 18 a “e 
7 on farms and hence does not move ania saints alla 65 45 “v7 a 
4 through distribution yards. It is cia 9g 1 ~ a 
b assumed that practically all lumber Utility and Public Works 1.9 10 -_ * 
) for farm use which is not produced Unreported silat 1.3 ; 4 &S 
“ on farms is obtained through retail Mi sas ny . ed 20 
2 distribution yards. Normally a pi needa “ aad > 4 
large proportion of lumber for res- *Preliminary estimate. 
idential and other building con- 
» total struction is obtained through dis- ; 
nee tribution yards. Informal opinion hand, it should be reasonably in- builder or repair man, and the 
it is from the National Housing Agency  icative of changes in the flow of farmer without a woodlot to draw 
Se te during the war period suggested lumber currently as compared with = on—will find it difficult to get what 
sie, that for war housing perhaps not Prewar. he wants. 
ee he more than 40 percent of housing _ With due allowance for probable The estimates of lumber con- 
lumber was obtained through dis- | ‘accuracies in the breakdown, the sumption for various uses do not 
_— tribution yards. Most repair lum- ™0St significant point in Table —_ show any significant changes in the 
half ber is obtained through distribution three is the much smaller flow of proportions going to the major 
dain vards. Military procurement is lumber through distribution yards _uses in 1946 as compared with 1941. 
aoa primarily direct purchase, although now than prewar. Prospective con- Factory and shipping lumber use is 
iin camp conshneation 6a Gees on dle sumption for 1946 is estimated at a little higher, primarily because 
pared tribution yard stocks from 1941 to about ten percent less than 1941; the need for shipping lumber is still 
<a 1943, or until distributors’ stocks lumber for all construction other above normal. Residential construc- 
henaset were waste aakenaial than military is also estimated at tion is up some, as would be ex- 
meet Thin. in ties ceamena << ten percent less than in 1941. How- pected in view of the housing emer- 
oil o: wk ae “ se annie 10n ever, movement through distribu- gency. Farm lumber use is down 
a Tale des tae natal tion yards is estimated at only a and reflects the fact that farm con- 
addi- Pe f = een estimated. little more than half of 1941. Obvi- struction, which is largely repair 
5 wie aa y it s ould not be taken ously the user who goes to the re- and replacement, is deemed less 
sia Hae ut reservations. On the other tail yard for lumber —the small urgent than urban housing. 
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H. L. CARLSON, manager of the 
O. E. Anderson Lumber yard. 


With Departmentalization North Dakota 
Merchant Offers Better Service 


CCORDING TO H. L. Carlson, 

manager of the O. E. Ander- 
son Lumber yard, Bismarck, N. D., 
it has been a tough job operating 
the old type conventional yard with 
practically no lumber to sell. 

The yard has a 330 foot frontage 
on US Highway 10, few blocks 
from the main business center of 
Bismarck. The office and display 
sales room is 40x40, with two open 
semi-self-service alleys leading back 
from the sales room. These are 
10 feet wide and 33 feet long, one 
for paint and the other for build- 
ers’ hardware, tools and general 
supplies. 

At the right of the two alleys, 
and in the rear of the office, is 
storage space for bolts, wire rope, 
reserve paint stock, sashes, and 
dairy equipment. 

Formerly these two alleyways 
were closed, with double doors lead- 
ing from the sales room. 

By permanently closing one of 
the outside doors to the sales room, 
the whole floor can be used for 
displaying farm leaders. With the 
double door partitions removed 
from the entrance to the two alley- 
ways, 600 square feet of floor space 
was added for sales display. 


SELF-SERVICE PAINT DEPARTMENT 

UNDER the present arrange- 
ment, better than 50 percent of all 
paint sales are self-service. Build- 
ers’ hardware and small tools do 
not run that high, but sales time 
has been cut and more, because of 
self-service displaying, volume has 
been greatly increased. 
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By a simple re-arranging of the sales room, adding new lines 
of merchandise, and initiation self-service, the O. E. Anderson 
Lumber Yard has been able to serve more people with less help. 


The Anderson yard dees a big 
volume in wire rope. Farmers, 
small contractors, and municipal 
construction units are the main 
wire rope buyers. 

This dealer is convinced that 
preformed wire rope outlasts the 
non-preformed type and accounts 
for a larger volume of repeat sales. 
So the vard handles a number of 
different brands of wire rope, but 
carries only the preformed type. 

WIRE ROPE DISPLAY 

AT THE end of the semi-self- 
service alleyway used for builders’ 
supplies, one reel of 1% inch wire 
rope is displayed. This full alleyway 
can be seen from any point in the 
main sales room. 

A reserve stock of several thou- 
sand feet of different sized wire 
rope is kept in the reserve storage 
room at the rear of the main office. 
Reels here are mounted on axle 
standards. The floor is marked to 
facilitate measuring. 


STOCK BREAKDOWN 
Bolts $ 2,500. 
Dairy Barn Equipment 10,000. 
Small Farm Equipment 6,500. 


Paint 5,000. 
Builders’ Hardware 3,500. 
Wire Rope 2,500. 
Mill work 12,000. 
Tools 2,000. 


Volume on the above eight classi- 
fications, for 1945, ran $131,000. 

“This is not in line with what 
we would like,” Manager Carlson 
said, “and about a third of what 
we could do if merchandise was 
available. 


“While this total ineciudes mill 
work and small farm leaders made 
in our own carpenter shop, it does 
not take into consideration direct 
lumber sales.” 


WOQDWORKING SHOP 

THE yard’s woodworking shop is 
located in a building 40x132 feet, 
inside the main yard. Thirty-two 
feet at the far end of this building 
are used for truck storage. Be- 
tween the storage garage and shop 
is a shop stock room 20x40 feet. 

The woodworking shop is oper- 
ated the yard around. In the first 
nine months of 1946, two men in 
this shop turned out 1200 windows, 
800 screens. They also built 41 pre- 
fabricated brooder houses which 
sold for $120 each. 

When lumber is available the 
shop turns out hog and cattle self 
feeders, prefabricated corn storage 
bins, turkey houses and a long list 
of fast selling farm leaders. in ad- 
dition to millwork. 

“The big trouble,” J. W. Wilson, 
shop and outside yard manage’, 
said, “is in getting material. We 
were fortunate recently in getting 
a good supply of 2x4’s; pine. We 
have been running these 2x4’s 
through the planer and then sawing 
to lengths for all of our window 
sash and window and door screens. 
It’s been a tough job but by this 
makeshift method we have been 
able to take care of our regular 
customers on a part of their mill- 
work demand.” 

The policy at the Anderson yard 
shop has long been to build every 
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item that the trade would buy. 
When lumber is again available the 
shop will be operated to full cap- 
acity, with from six to ten men 
working in the shop, and one out- 
side service and sales representa- 
tive. 
DAIRY BARN EQUIPMENT 

THE yard keeps on hand at all 
time sufficient total equipment to 
completely outfit two average dairy 
barns. This means’ carrying 100 
stalls and stanchions and an equal 
number of individual drinking con- 
tainers and other minor equipment. 

The past two years stock in this 
line has run around $10,000, figured 
at. invoice cost price. In ordinary 
times, reserve and display stock in 
the dairy barn equipment depart- 
ment runs around $25,000. 

“Since the beginning of the 
war,” Manager Carlson says, “our 
farmer purchasing power has been 
trebled. Crops have been good and 
prices high. During the war the 
main farm revenue has come from 
livestock and from grain. 

“Now that the war is over and 
things are slowly shifting back to 
pre-war conditions—especially as to 
labor—there is a noticeably in- 
creasing interest in everything to 
do with the dairy. 

“If material for buildings and 
equipment were available, I believe 
it is conservative to estimate that 
200 large dairy barns would go up 
in this area. 

“We very definitely have our eye 
on this business and believe that 
being able to furnish total dairy 
barn equipment is going to be a 
big boost for us.” 

On the improvement schedule for 
early 1947 is the setting up of two 
model dairy barn displays. These 





SECTION of woodworking shop at the Anderson Lumber yard. 


will be built in one corner of the 
ware room which adjoins the office. 
Complete plumbing is to be in- 
stalled. The sets will have “no- 
fatigue” composition flooring, the 
latest type of metal stalls and stan- 
chions, individual] automatic water- 
ing cups and rail sections for over- 
head conveyors. 


GENERAL HARDWARE LINE 


“A FEW years ago,” Mr. Carlson 
said, “we handled no wire rope. 
If we sold any dairy barn equip- 
ment, the sale was made from a 
catalog. Prefabricated brooder 
houses and leaders of that kind were 
made by local carpenter contrac- 
tors or built by the farmers. We 


were satisfied to sell the lumber and 
nails. 

“T think this change indicates a 
general trend. Next year we are 
going to add a general hardware 
line. We will start in a small way 
and add as our demand grows. 

“To-date, a little rearranging, 
with emphasis on self-service, has 
taken care of our display and sales 
space requirement. 

“We believe, even with sufficient 
lumber, that the day of the old type 
conventional yard is gone. The farm 
and town demand in this section 
of the Northwest is for a one-stop 
yard. Our program calls for meet- 
ing that demand.” 


ONE of the two open alleyways leading off the main sales room is shown at the left. Right, J. W. 
Wilson, shop and outside yard manager, shows sales room display arrangement. 
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Northwestern’s Program Shows Why 
W-E-T Bill Should be Defeated 


Association maps an aggressive campaign aimed toward 
eliminating government's restraining hold on building. 


|B rhe te of the Wagner-Ellen- 
der-Taft bill under which 
government would extend its tenta- 
cles over the entire housing indus- 
try is dependent on a united, ag- 
gressive fight against the measure 
by all segments of the construction 
industry. 

Northwestern Lumbermens asso- 
ciation is in the vanguard of those 
groups already engaged in this 
fight. It has mailed letters to all 
senators and _ representatives in 
Minnesota, Iowa, North Dakota and 
South Dakota asking each whether 
he will vote against the W-E-T bill 
or similar measures and for the 
elimination of Expediter Wilson 
Wyatt, National Housing Agency 
and Civilian Production Adminis- 
tration. 

This fight is an important part 
of Northwestern’s welfare program 
which presents the basic faults and 
operational failures of the NHA. 
Arguments against the govern- 
ment’s program are backed up with 
several pages of exhibits and 
graphs to point up the weaknesses 
of government housing. 


PROGRAM HIGHLIGHTS 


HIGHLIGHTS of the Northwest- 
ern presentation are outlined as 
follows: 

1. Basic faults. The Policy Pre- 
amble of Senate Bill 1592 (W-E-T 
bill) proposing a National Housing 
Authority states in Sec. 2 that “The 
Congress hereby declares that the 
general welfare and security of the 
nation and the health and living 
standards of its people require a 
production of residential construc- 
tion and related community devel- 
opment sufficient to remedy the 
serious cumulative housing short- 
age, to eliminate slums and blighted 
areas, to realize as soon as feasible 
the goal of a decent home and a 
suitable living environment for 
every American family, and to de- 
velop and redevelop communities 
so as to advance the growth and 
wealth of the nation.” 

In the present housing shortage, 
adds Northwestern, “production of 
residential construction” is limited 
by materials production, not by lack 
of promotion nor lack of financing. 
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Nowhere in the proposed Federal 
Housing Authority act is produc- 
tion of basic housing materials 
considered as such. 

Sec. 702(a) (g) provides, “Every 
contract made pursuant to this Act 
for annual contributions for low- 
rent housing projects hereafter in- 
itiated shall require that the local 
public agency in selecting tenants 
shall give priority as between appli- 
cants equally in need and eligible 
for occupance of the dwelling and 
at the rent involved, to families of 
servicemen and to families of veter- 
ans who have been discharged from 
the armed forces of the United 
States within four years prior to 
the date of application for admis- 
sion to such housing.” 


VETERAN ONLY A FRONT 

OF THIS section, Northwestern 
says: “The putting in effect of a 
program as proposed in this act 
will require time, yet the veteran 
of World War II is used as a me- 
dium to establish need for the act 
and at the same time the veteran 
preference expires within four 
years of discharge date. This ap- 
pears to be using the veteran for a 
purpose other than his benefit.” 

Sec. 805 provides that “to facili- 
tate the provision of farm dwell- 
ings, the Secretary of Agriculture 
is hereby authorized to furnish 
without charge, or at such charges 
as the secretary may determine, 
technical services such as build- 
ing plans, specifications, construc- 
tion, supervision and inspection and 
advice and information regarding 
rural housing.” 

Interpretatively, Northwestern 
adds: “The design, planning and 
authorization of a farm home may 
be removed from the farm and 
the Department of Agriculture and 
Federal Housing Authority may 
direct the farm owner what he can 
or cannot have in his home. The 
act provides for the expenditure of 
billions of dollars in planning, land 
purchases, studies, construction, 
loans and subsidies, in addition to 
local billions, at a time when the 
national debt is the highest in his- 
tory and yet savings for construc- 
tion are at an all-time high and 


the demand for housing already 
exists. 

“In the entire act no expression 
is found as to what private enter- 
prise has done or is organized to 
do immediately in planning, design, 
construction and operation of hous- 
ing facilities. The American home 
owner should not be willing to give 
up his individuality in his home 
planning to any central agency, 
even when subsidized. 


CONFLICTING STATISTICS 


2. OPERATIONAL failures. 
The failure of the VHA program is 
evident from published reports of 
Federal departments. The NHA 
report of Aug. 30, 1946, states that 
826,926 housing unit authorizations 
have been approved January 
through August, 1946, on form 
CPA-4386. The September report 
of NHA, Vol. 1, No. 4 states that 
708,100 housing units were started 
in this eight-month period and 
350,000 units completed. The Sep- 
tember issue of Construction pub- 
lished by the U. S. Department of 
Labor, Bureau of Labor Statistics, 
states that only 507,100 housing 
units for urban and rural non-farm 
housing were started. 

“Surely there were not 301,000 
farm home units authorized under 
the Wyatt program. Of the 350,- 
000 units reported completed, 146,- 
000 units were started prior to Jan. 
1, 1946, as stated in the August re- 
port of NHA, Vol. 1, No. 3. We 
must note, too, that the September 
Report, Vol. I, No. 4 shows out of 
the 360,000 units completed in the 
first eight months of 1946, 236,400 
were conventional, including pre- 
fabricated units, 34,100 temporary 
re-use, 57,400 conversions and 22,- 
100 trailers. 

“Why prefabs were not segre- 
gated during this period must only 
mean that their record is depress- 
ing, because prefab producers are 
required to file reports and esti- 
mates of production and require- 
ments. The Wyatt program of pro- 
moting prefabricated or factory- 
built housing units has failed com- 
pletely. The home buying investor 
is not convinced by the word of a 
government agency of the value ito 
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him, hence NHA has conceived the 
idea of a guaranteed market for 
prefabricated units. Funds were 
authorized for such guarantees not 
to exceed 200,000 units at 90 per- 
cent of factory sales price. From 
factory sales prices on file, $4,000 
per unit would mean a figure of 
$720,000,000 guaranteed. MPR 606 
of OPA established factory sales 
prices of prefab housing at 36 per- 
cent above material and labor cost. 
The guarantee should and will show 
a profit to the producers of these 
units, even if not a single one is 
sold. This is discrimination against 
the existing conventional type con- 
struction industry and unwar- 
ranted. 

“The building industry has con- 
sistently maintained the veteran 
desire to rent, not buy or build, 
as he is not yet stabilized or ready 
to assume a large financial obliga- 
tion. The NHA has held a quota 
of 25 percent of authorizations as 
required rental units. In October, 
Wilson Wyatt stated that more 
rental units should be made avail- 
able. This should have been evi- 
dent from the start—it was to the 
veteran but not to the Washington 
bureaucratic emperors. 


L-359 


“DIRECTIVE one, now replaced 
by L-359, is aimed to channel lum- 
ber and lumber products from the 
tree to the consumer. Price is the 
control of production, not directives 
or orders that have no possible basis 
or expectation of enforcement. No 
person in Washington can say what 
trees are on a tract of land on the 
West coast, nor can they tell what 
lumber product by grade will be 
produced from a particular tree, 
yet they would have the veterans 
and public believe they have this 
vision when they tell a sawmill that 
a certain percentage shall be hous- 
ing construction items as defined 
in L-859. Both production and dis- 
tribution of essential items are 
eliminated by impractical attempted 
controls. 

“The temporary re-use program 
of NHA and the promotion of tem- 
porary structures consume mate- 
rial just the same as permanent 
housing. Once a structure is built 
it is not so easily or quickly re- 
moved and this type of temporary 
development may easily be the seed 
for future slum areas and the de- 
preciating factor to adjacent areas 
of permanent development. The en- 
couragement of lowered construc- 
tion standards, the substitution of 
untested and unproved materials at 
the expense of the veteran and 
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HOW THE W-E-T BILL HITS AT THE HEART OF 
FREE ENTERPRISE 


What the Wagner-Ellender-Taft General Housing act of 1945 (S.1592), 
if enacted, would do to free enterprise in the building industry is indi- 
cated in a few highlights of the bill outlined below. This bill, or another 
like it, will come before Congress in January, 1947. W-E-T would pro- 


NHA as permanent peacetime agency, controlling all housing, ex- 
cept activities of Veterans Administration and part of farm housing. 
Allows Federal Savings and Loan Associations to loan 15 percent of 
assets without regard to type, location or amount, and to invest 15 
percent of assets in properties where income is insured under yield 
insurance plan. 


Supplements present financing allowing 95 per cent loans to home 
— or 85 percent loans to builders where principal is $5,000 or 
ess. 

Authorizes administrator to insure to investor minimum yield of two 
and three-quarters percent of outstanding investment plus maximum 
annual amortization of two percent of original investment on wholly 
debt-free investment in rental properties. 


Slum clearance and housing for those unable to pay for adequate 
privately-built housing. 

Grants Secretary of Agriculture unlimited authority and sole judge 
to make loans of three percent for 40 years on farm houses. No 
provision to recover losses. 

Allows FPHA to make 45-year loans at going government interest 
rate to construct houses in rural areas for low income families. 
Grants veterans preference to occupy or buy war housing. 


const 


Provides funds as follows: 


Agriculture. 


45-year period. 





a. $12,500,000 for national research. 

b. $25,000,000 on 50-50 local money basis for local research. 
c. $10,000,000 to cover losses on investors minimum yield in- 
surance in (4). Any additional losses paid by Treasury. 

d. $500,000,000 for interim planning. 

e. $250,000,000 for long term financing. 

f. $180,000,000 during 45-year period for government share in 
devaluing land prepared for private industry development 
on basis locality pays one-third and government two-thirds. 
$88,000,000 for contributions as subsidies during next four 
years as slum clearance. 

h. Dollars unnamed for construction of 500,000 housing units in 
next four years in slum clearance. 

i. Dollars unnamed for farm housing loans by Secretary of 


$25,000,000 for low cost housing in rural areas in five years. 


Total estimated Federal cost, including future appropriations by Con- 
gress, is $5,800,000,000 for the first five years and more billions over a 








other home owners is not econom- 
ical. In the future these same vet- 
erans and home owners will be 
called upon to pay for this jerry 
building in taxes and otherwise. 


CONTROL UNDER ADMINISTRATOR 


“The W-E-T bill is not the an- 
swer for the veterans. All housing 
is placed under NHA and complete 
control is given a single adminis- 
trator who is authorized to make 
the rules, regulations and all other 
requirements on housing as he sees 
fit, including approval of plans and 
specification and approval or denial 
of the entire project. 
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“The present NHA is building 
and providing the slums today for 
the NHA of the W-E-T bill to tear 
down and rebuild in the future at 
the expense of the veteran and all 
other home owners and tax payers. 
Examine the W-E-T bill and de- 
mand its defeat whenever and as 
often as it presents itself in Con- 
gress. 

“Put forth every effort to return 
FHA and HOLC to their original 
status and functions as independent 
identity and operation and see that 
they are immediately released from 
NHA by which agency they have 
been absorbed and submerged.” 
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POSED in front of one of the Hill-Behan stores is the section of the parade with the models dressed 
in red and white costumes. They are posed on the float with the new Ford offered in the contest. 


Extravaganza Launches Expansion Program 


Full-page ads, two gay parades, new-car contest and spot radio 
announcements introduce Hill-Behan expansion plans to St. Louis. 


NE OF THE MOST sensational 
city-wide promotions in lum- 
ber merchandising wound up Nov. 
1 when Hill-Behan Lumber com- 
pany, St. Louis, completed an expan- 
sion extravaganza built around the 
company’s postwar expansion pro- 
gram. 

Covering the entire city, and 
using many ecircus-like features 
which caught the attention of half 
a million people, the extravaganza 
was aimed at increasing the traffic 
in the large store and familiarizing 
more people with the varied lines 
of merchandising the firm handles. 

The publicity program, worked 
out by Glen Schwing and Robert 
Calvin, advertising men for the 
company, led off with a full-page 
two-color ad in a leading St. Louis 
newspaper, announcing a gigantic 
sentence contest. By means of this 
ad, and following full-page spreads, 
Hill-Behan offered six prizes for the 
best 25 words completing the sen- 
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tence “Why I like to shop at Hill- 
Behan.” Prizes offered for the best 
sentence included a 1946 super Ford 
sedan, a Kelvinator refrigerator, 
Phileo combination radio-phono- 
graph, an ABC washing machine, a 
pair of hard-to-find garage doors, 
and a complete porcelain sink and 
cabinet set for kitchen remodeling. 
All the prizes, except the Ford, 
were directly connected with the 
home. 
ENTRY ON SALES TICKET 

AIMED directly at bringing traf- 
fic into the store, which like many 
other lumber yards, is troubled with 
a semi-remote location, Hill-Behan 
stipulated that every contest entry 
had to be written. on the back of a 
Hill-Behan sales ticket. No provi- 
sion was made for specific amount 
or limitations on sales. Instead, the 
store simply asked that contest en- 
trants make some form of purchase 
in the store. The result was tre- 





mendous floor traffic, almost far too 
large for the store’s facilities. 

Meanwhile, the Hill-Behan adver- 
tising office developed a_ second 
punch through a follow-up on the 
mailing list. Reproductions of the 
newspaper ads, in flyer form, went 
to the entire mailing list of 12,000 
St. Louis residents, as well as to a 
long prospect list of rural dwellers. 
All windows in all stores, totaling 
over 40 displays, were trimmed with 
signs announcing the contest, with 
gay colored banners, streamline 
crepe backgrounds, etc. The out- 
standing display was at the main 
store on Page avenue where 2500 
gay red, white and blue banners 
were draped around the drive-in 
parking lot, over the entire building 
and through the store itself. 

Two weeks after the large ad had 
run, Hill-Behan contracted for two 
more, full-page two-color ads in 
community papers showing top cir- 
culation among suburban residents. 
Each ad was likewise put through 
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the flyer-reprint process to reach 
potential rural prospects. 


APPEALING TO LOCAL RESIDENTS 


WHILE promotion was aimed 
largely at the outlying districts, the 
city of St. Louis wasn’t forgotten. 
To hit local residents, Hill-Behan 
staged two huge parades, two weeks 
apart. The first parade, demonstrat- 
ing the importance of the lumber 
and building products industry to 
the city, consisted of a 14-unit pa- 
rade of Hill-Behan’s rolling equip- 
ment, lumber carriers, trucks and 
trailers, company cars and floats. 
Covered with gay banners and 
signs, these traveled through the 
downtown area with a special per- 
mit issued by the St. Louis police 
inspector, covering a 15-mile route. 
Many people who never before had 
an opportunity to see high-platform 
lumber carriers, roller bed trailer 
trucks, flat trucks, etc., stared at 
the equipment and hastened to en- 
ter the contest, a full description of 
which appeared on a gay sign on 
the side of each parade unit. These 
read Free Ford, Kelvinator, and 
many other prizes and Join the fun 
in Hill-Behan’s expansion extra- 
vaganza. 

More hilarious was the second 
parade, two weeks later. For this, 
the company hired a 14-piece band, 
set up on a lumber trailer truck, 
with gay bunting, flags and bright 
red and white uniforms for the mu- 
sicians. The band led a parade, 
the central point of interest in 
which was a trailer carrying two 
Kelvinator refrigerators, two Phil- 
co radios and the ABC washing ma- 
chine with full instructions on how 
to enter the contest. On another 
trailer, gayly draped,.was the new 
Ford. 


ENCOURAGING XMAS TRADE 


MODELS, supplied by two St. 
Louis agencies, wore bright red 
Santa Claus outfits, waving to 
pedestrians from the sides of the 
Hill-Behan trucks. Signs here de- 
clared Let Hill-Behan be your Santa 
Claus, inviting the population to 
take advantage of the hundreds of 
hardware lines carried in all the 
company’s stores. This parade, cov- 
ering 32 miles, traveled through 
South St. Louis, the downtown dis- 
trict and North St. Louis, with po- 
lice escorts. 

Final emphasis was given to the 
contest by spot radio announce- 
ments run over two St. Louis sta- 
tions during the evening. Run on 
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an intermittent basis, these at- 
tracted still more entries. 

When the winner of each of the 
six prizes was announced on Nov. 


14, Hill-Behan felt that this pro- 





motion, although expensive, had 
done the job—and that their lumber 
stores had been exposed to the larg- 
est number of people in their mer- 
chandising history. 
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See the Beautiful Prizes on Display at 
Our Main Store at 6515 Page Bivd. 























HILL-BEHAN LUMBER CO. 


“Deine a 


6240 estes Seret & Eestes ee atlages 4 
= BEfferson 2492 “yj - a2 


EA... EO, ... 





REPLICA of the full-page, two color ad which was run in two of the St. Louis papers and sent 


as a flyer to a large mailing list. 


It gives the contest instructions in detail and pictures the 


prizes which were to be awarded. 
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Heatilator is known all over America—years 
of advertising and thousands in successful use 
have made it so. 


Heatilator has been Proved—from coast to 
coast and under all conditions—for 2 decades. 
Heatilator meets Every Sales Claim made 
for it. 


Yes, Heatilator is EASIER TO SELL! 





pan Write today for complete dealer information. 


ae HEATILATOR, INC. 
. 196 E. Brighton Ave., Syracuse 5, N. Y. 




















Circulates Heat... Will Not Smoke... 





Heatilator Fireplace 
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~How to Make Money With Lumber 


Scraps in Winter Months 


Nice business in poultry equipment awaiting 
the dealer who understands farmers’ needs. 


INTER, NORMALLY A 

SLOW season around the 

shop and yard, need not be an un- 
profitable period. ° 

It is a time when the enterpris- 
ing building products merchant can 
utilize scraps of lumber, oftentimes 
regarded as worthless, for building 
poultry equipment that will find a 
ready market among farmer cus- 
tomers. 

To make the greatest success of 
this market, the retailer should be- 
come sufficiently familiar with sci- 
entific poultry raising so that he 
can talk intelligently to the farmer 
on the subject. 


INCREASING PRODUCTION 

THERE are two ways in which 
a farmer may increase his poultry 
production and both of them pres- 
ent an opportunity for the retailer. 

The first step is to cut losses to 
the bone. It is not unusual for 
the average farmer to have a 
chicken mortality rate as high as 
40 percent. Those who take proper 
care of their poultry can cut that 
figure to less than five percent. 

An important factor in proper 
care is adequate, draft-free, sani- 


tary housing. Another important 
factor in reducing mortality in suf- 
ficient equipment——sanitary, scien- 
tifically designed feeders which the 
birds cannot contaminate and in 
which they cannot injure them- 
selves. 

Also important in the field of sci- 
entifically designed equipment are 
nests made easy to clean, sanitary 
water stands, etc. 

With a few boards and some sim- 
ple plans furnished by the dealer, 
the farmer can build these items 
of equipment for himself or the re- 
tailer can build them in his shop— 
winter is an excellent season for 
this work. 

Drafty and inadequate chicken 
houses should be repaired—another 
good potential market for the re- 
tailer. 


AVOID CROWDING 


ALL manuals on poultry raising 
stress the necessity of avoiding 
overcrowding of chickens. Crowd- 
ing too many chickens under one 
brooder or too many pullets in the 
laying house is a short cut to fail- 
ure. 


An equally fatal form of over- 
crowding is lack of adequate hop- 
per and feeding space. Day-old 
chicks need one inch of feeding 
space per chick; three-week’s-old 
chicks need three inches. Chickens 
that have to stand in line and wait 
turns to eat and drink, or get into 
the nest, are not going to be money 
makers. 

The smallest sized brooding unit 
for economical operation is a 10x12 
or a 12x12 foot brooder house and 
a brooder that will handle 300 to 
400 chicks with free range. 


BUILDING A GOOD BROODER HOUSE 


AMONG the several factors in- 
volved in planning a good brooder 
house are the following: 

1, Window area. The unit 
should have only enough window 
area to provide vision. By cutting 
window area, you will save heat. 

2. Floors. They should be 
smooth and tight enough to elimi- 
nate drafts and provide for easy 
cleaning. The house should be 
tight enough to eliminate drafts 
and provide for easy cleaning. The 
house should be tight at all points, 
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WARMER in winter — 
COOLER in summer. 
Windows of Thermopane 
make rooms more com- 


fortable the year ‘round. 
Architect: W. E. Tolford. 













































When you insulate the walls, include the 
windows, too. You can with Thermopanet*, the 
time-proved transparent insulating unit. 

Think what bigger windows mean in add- 
ing the benefits of better daylighting to your 
buildings—in adding the attractiveness of an 
outdoor view—in giving rooms a feeling of 
greater spaciousness. 

Thermopane is composed of two or more 
panes of glass separated by dehydrated air and 
hermetically sealed around the edges at the 
factory. When made of two panes of 14” plate 
glass and a 14” air space, Thermopane has a 
heat loss co-efficient U of .57, compared with 
1.07 for a single pane of 14” glass. Thus, 


with Thermopane you can have twice the 


WE'RE SWAMPED! Despite expansion 
of our production facilities, the tremen- 


We're doing everything we can to 
expedite deliveries. When planning con- 
struction, be sure to obtain delivery 
schedules from your L-O-F Distributor. 
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THERMOPANE, the L’O+F windowpane that insulates. 


ir 
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Lat through an insulated wall! 





window area without sacrificing comfort. 

Libbey-Owens-Ford developed Thermo- 
pane. It was the first successful, mass-produced 
insulating unit of its kind for general use. It 
has proved its efficiency for nearly a decade... 
has given satisfactory service in homes, schools, 
offices and publicbuildingsin the UnitedStates, 
Mexico, Canada, Alaska and even Iceland. 

Thermopane is made for most window open- 
ings...and in 50 standard sizes for simplifica- 
tion of design and replacement. Before you 
plan your next building write for desired 
Thermopane information. Technical data 
sheets by Don Graf will be sent to architects. 
Libbey-Owens-Ford Glass Company, 14126 
Nicholas Building, Toledo 3, Ohio. 


*Reg. U.S. Pat. Off. 
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about large openings. 
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thereby making it easy to heat re- 
gardless of outside temperatures. 

3. Fresh air. Although the house 
should be tight at all point, pro- 
vision should be made for fresh air 
without drafts for adequate ven- 
tilation. Ample hover area should 
be available—a minimum of seven 
square inches per chick. 
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4. Cleanliness. In poultry rais- 
ing cleanliness is of the utmost im- 
portance. Although the brooder 
house is tightly floored, it is a good 
thing to shift its location occasion- 
ally to get it away from ground 
which eventually might become in- 
fected with poultry diseases. 

If the house is mounted on skids, 


it can be moved occasionally with 
little trouble. If a couple of strips 
of lumber are nailed to the skid 
runners to act as shoes, they can 
be replaced at small cost when worn 
out and without disturbing the bot- 
tom framing of the house. 

A 20x40 foot laying house will 
handle 200 to 300 layers. (It takes 
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In forests where production peaks have reached 
a new high and lumbering costs a new low, the 
chances are better than even that Disston Chain 
Saws are on the job. For felling, bucking and limb- 
ing they have yet to meet their equal. 


The Mercury gasoline engine, designed specially for 
the Disston Chain Saw, has abundant power, is 
simple to control, and is built for hard service. The 
cutting chain is made of heat-treated steel for longer 
wear, and its five types of individual teeth are 
arranged in a carefully tested sequence to assure top 
cutting speed. The entire Disston Chain Saw 
assembly is efficiently engineered, and can be 
counted on for peak performance and long, eco- 


nomical service. 


WHEREVER DISSTON CHAIN SAWS ARE USED 
DEPENDABLE DISSTON SERVICE IS AVAILABLE 


33 completely equipped service stations, manned by 








STEEL ... Everybody who wants 
to obtain steel, can help himself 
to get it by immediately starting 
scrap into the channels that serve 
steel mills. 











DISSTON unin saw 


with MERCURY GASOLINE ENGINE 





qualified mechanics, strategically located, provide 
efficient repair service for Disston Chain Saws. 
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Put the Disston Chain Saw to work in your timber. Write today for 
full particulars regarding this modern time-and-cost-cutting tool. 


HENRY DISSTON & SONS, INC., 1225 Tacony, Philadelphia 35, Pa., U.S.A. 
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HUMAN INTEREST WINDOW DESIGN FOR POULTRY 
EQUIPMENT THEME 


Human interest in the unusual can be capitalized upon by a window 
display designed around the poultry house or poultry equipment theme. 

ee window can be divided into two equal parts; the left half to be 
occupied by a large tray of dyed hens’ eggs. The implication is that 
these rainbow-hued eggs hatch out that way; the right half of the trim 
contains the evidence—a brood of live chicks, harmlessly dyed in a 
variety of tints. 

Another still more interesting display is to populate the entire window 
with dyed baby chicks. On the floor area where the chicks move are 
ee dyed broken shells from which the chicks had emerged a short while 

efore. 

The colored chicks will draw attention to the window. A placard should 
call attention to the demand and good prices for poultry and eggs and 
advantages of poultry raising. The clincher line should urge that the 
observer come in and get full information about scientifically designed 
poultry equipment. 

To offset any antagonism from well-meaning people, a wise prelim- 
inary move is to have a laboratory test made of the dye and display 
the documentary evidence in the window. 

Dyes should be chosen which will not close the pores of the chicks. 
Shortly before the chicks go on display, dip them in the dye and then 
place them inside an electrically heated box. Be sure and have the 
chicks thoroughly dry before removing. 





just about as much time to handle 
100 layers as it does 200 to 300 
layers. ) 

The building products merchant 
can use these facts in selling the 
idea of increased and better hous- 
ing facilities and equipment for 
poultry raising to his farmer mar- 
ket. 


ADVANTAGE TO FARMER 


REPORTS from farm sections of 
the country indicate that ready- 
built farm structures and equip- 
ment are finding increasing favor 
in the eyes of the farmer. If the 
farmer can step in the lumber yard 
and find that the brooder house, 
mash feeder or whatever it may be 
is ready for him or that he could 
have it built within a short time, it 
saves him much time and bother. 

Now that the farmer has more 
money in his pocket, his time is 
often worth much more to him than 
a few dollars.’ In addition, most 
farmers dislike the effort of figur- 
ing out the materials needed for 
such construction jobs. 

This leaves the dealer two possi- 
bilities—either to sell the struc- 
tures ready-built or to sell all of 
the parts pre-cut and ready for 
assembly as a package. If the 
dealer has plenty of labor and build- 
ing time available, he may prefer 
to sell the house ready-made; if 
he has labor troubles, he may pre- 
fer to sell the package pre-cut and 
ready for assembly. 
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10x12 feet 
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Legislation Not Expected to 
Solve Strike Situation 


Months ago, when the big strikes 
had been more or less composed, 
most people believed the country 
was entering a period of labor 
peace. The chief troubles seemed to 
be over. 

But that proved to be wishful 
thinking. The lack of real effort in 
top union circles to match increased 
wages with increased hourly pro- 
duction should have been the tip-off. 

The maritime strike broke the 
dream of industrial harmony, a 
strike that seemed intended prin- 
cipally to prove the power of one 
group to isolate the United States 
from the rest of the world. 


COAL STRIKE 
Other unions expected to 
follow demands of miners 

The coal strike spells out in 
words of one syllable the threat of 
another group to paralyze the in- 
ternal economy of the country. Note 
that the CIO convention, without 
much enthusiasm but in a dogged 
way, patched up its own differences 
and prepared to follow after the 
miners. 

All this is pretty depressing, and 
the Calendar joins you in hoping it 
isn’t as bad as it looks. The coal 
strike may not be an insurrection, 
as one United States senator con- 
siders it to be. But, win, lose or 
draw, it has thrown a hard light 
upon top-layer policies of the big 
unions and these things are likely 
to have a lot to do, directly and in- 
directly, with the value of your 
markets and the pattern of your 
prices. 

This seems to be the most im- 
portant set of current affairs in the 
capital; so, as background materi- 
als, the Calendar offers a number 


of opinions expressed by veteran 
Washington observers. 

The purpose in forcing the coal 
crisis at this time was double. 
Lewis wanted to force the owners 
to take back control of the mines 
now, because he must negotiate a 
permanent contract with them and 
not with the government. And he 
wanted to negotiate that contract at 
a time when winter would be a 
union ally. 


WATCH AND WAIT 


Government wanted mines off 
its hands; owners would wait 


Government has long wanted to 
be rid of the mines, but the owners 
have been coy. They were more 
than willing to wait. Spring is a 
good time to negotiate, also a Re- 
publican Congress would be func- 
tioning. Sure enough, the political 
winds are fitful, but the Democrats 
passed the Wagner Act. 

The miners’ chief thought a win- 
ter strike would increase govern- 
ment desire to hand the mines 
back to the coal operators. He 
thought also that the threat of 
higher wage and welfare payments, 
as a result of the strike, might stir 
up the operators; might make them 
want to get into control again, be- 
fore operating costs destroyed their 
equities. 

Lewis expected the strike to be 
brief. However, the miners could 
endure a long strike, while the 
country could not. But Lewis once 
fought a strike to the bitter end, 
and lost his union. 

His method now is to scare the 
pants off the public; to inspire or 
plant or otherwise set off appeas- 
ers of high hysterical horsepower, 
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to weaken the will of the public to 
resist; to divide his immediate op- 
position; and at the strategic mo- 
ment to “allow” a settlement that 
gives him what he wants and that 
looks to a frightened public like a 
reprieve from Gehenna. It’s worked 
over and over and up to now it 
hasn’t been followed by hardboiled 
legislation. Had you noticed that? 

There’ll be no special session of 
Congress. The. 79th Congress has 
but a brief time to go and if the 
President never sees that Congress 
again it will be, in his opinion, 
soon enough. Also, the Republic- 
ans want the 80th Congress, which 
they will control, to deal with these 
things. 


LABOR LEGISLATION 


Nothing drastic expected, but 
revised Case Bill is possible 


The following isn’t so certain, 
but capital news men at the mo- 
ment don’t expect much from the 
courts. Sure enough, the courts 
are able and patriotic; and they 
have enough law and authority for 
the purpose. But labor attorneys 
can keep cases going indefinitely 
and the country can’t get along 
without coal indefinitely. Once 
strike settlements are made, court 
actions usually peter out. 

News men are cynical about the 
enactment of additional legislation, 
defining the rights of labor and of 
the public and taking away from 
arrogant labor leaders the right to 
haze the country. It’s probable 
that the old Case bill will be rewrit- 
ten and passed. No drastic revi- 
sion of the Wagner act appears 
probable. Republican support for 
the Ball proposal to outlaw the 
closed shop isn’t notable. Of course 
an upsurge of public temper could 
change this, but these upsurges 
usually subside as quickly as they 
rise. 

There’s agreement that addition- 
al laws are needed to protect basic 
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labor rights on the one hand and, 
on the other, to end the immunity 
of labor leaders from restraint when 
they try to work extortion against 
the public. But the prospect for 
such legislation isn’t too good. 
These are political times. And the 
city labor vote that shifted last 
month made a big difference. 

If it works out as Lewis has 
planned, his men will get about 20 
percent more pay, in wages and 
benefits. Then all the other bulls 
of the woods will make like de- 
mands and will call strikes, if that 
is necessary, to enforce these de- 
mands. It will be necessary. So 
another period of uncertainty, ris- 
ing inflation and falling production. 
In short, we'll get the works. 

The public could break up these 
arrogant monopolies of the labor 
autocrats right now, but the cost 
would be rather frightful. Com- 
mon guess is that we’ll not get the 
punks out of our hair until the 
combination of high wages and low 
production brings on a no-foolin’ 
economic bust. Predictions are that 
this tough and dreaded remedy will 
not show up for a few years. This 
doesn’t count an_ intermediate 
shake-out, which is due next year. 


VETERANS’ HOUSING 


Expediter Wyatt anxious to 
continue his original program 


The long continued disagree- 
ments about the GI housing pro- 
gram have reached a new crisis; 
and probably some sort of settle- 
ment will have been made before 
you read these lines. 

When the President removed 
most of the price and wage regula- 
tions, on November 9, he asked Mr. 
Wyatt for a report in regard to 
veterans’ housing. There seemed 
reasonable doubt if the regulations 
in force in the housing area could 
be continued in an otherwise free 
market. 

The Housing Expediter’s report 
appears to have been in three parts. 

He asked for continued control 
over nonresidential building; also 
for the continued priority of resi- 
dence construction over all other 
building operations. 

He asked for the co-operation of 
the Reconstruction Finance Corpo- 
ration in the prefabricated house 
program. This means essentially 
the right of the Expediter to di- 
rect the RFC loans be made to com- 
panies which he designates. On 
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this point he has clashed with 
George F. Allen, of RFC, especially 
in regard to the Lustron corpora- 
tion, of Chicago, a concern that pro- 
poses to build houses of enameled 
steel. 

He asked, too, for RFC co-opera- 
tion in a second-mortgage program 
intended to promote rental housing. 
Low-interest loans by the govern- 
ment are part of the measures in- 
tended to keep costs and hence 
rental figures at reasonable if not 
low levels. 

In short, the Expediter wanted 
to continue his program at full 
speed. His friends have been stat- 
ing for some time that if his pro- 
gram and powers were not re- 
affirmed he would resign. 

This has been a long contest and 
it seems impossible to collect even 
statistics that are accepted on all 
sides as true. 


BUILDING 


Total construction for 1946 
is far ahead of 1945 figures 


It is clear that, measured in dol- 
lar volume, this is going to be 
an extraordinary building year. 
Thomas S. Holden, president of the 
F. W. Dodge corporation, told the 
Construction Industry Advisory 
Council that this year’s construc- 
tion total would be about two and a 
quarter times that of 1945; also, 
that this year’s total of residential 
building contracts will exceed in 
dollar volume any previous year of 
record. 

Certain veteran organizations 
give the GI housing program credit 
for this showing; at least they have 
been asking the President to con- 
tinue the Wyatt efforts. 

This industry does not agree, as 
you know; believes that the total 
effect of the regulations has been 
to decrease the volume of construc- 
tion by making distribution diffi- 
cult. 

The Construction Industry Ad- 
visory Council of the U. 8S. Chamber 
of Commerce asked that all wartime 
and emergency regulations on con- 
struction, including rent controls on 
new buildings, priorities, subsidies, 
and market guarantees, be removed 
immediately. The Council believes 
special help, preference and the like, 
given to veterans in getting houses, 
should be managed on the local 
rather than the national level. 

The National Retail Lumber 
Dealers Association maintains its 
emphatic stand that the govern- 
ment controls affecting construction 
should be completely removed at 
once on the theory that these 


things are obstructing the flow of 
materials into homes for veterans 
and into other essential building. 

What the Congress will do with 
the long-range legislation about 
housing, specifically the Wagner- 
Ellender-Taft bill or the Wolcott 
bill, isn’t yet clear. Both undoubt- 
edly will be introduced prompty 
when the new Congress assembles. 
Some shrewd men in the light con- 
struction industry are beginning to 
believe, much to their amazement, 
that Senator Taft is prepared to go 
a long way toward nationalizing 
the construction industry. 


GOING HOME 


Wyatt is expected to retire 
to Louisville rather soon 


It’s believed along the Avenue 
that, despite the fight he’s putting 
up at the moment, Mr. Wyatt will 
return to Louisville rather soon, 
that whatever is done about the 
government in housing will be de- 
termined by Congress rather than 
by the Administration. Best watch 
Senator Taft. 

While the industry believes that 
decontrol in construction is the best 
policy, it recognizes that this may 
not come immediately. So a num- 
ber of suggestions have been made 
in regard to improving the regula- 
tions. These are suggestions, not 
amendments. 

The heavy current demand for 
timbers would starve the construc- 
tion lumber market if all regulation 
were lifted. The cutting direction 
to mills should remain. 

No set aside at the mills. Manu- 
facturer to be allowed to accept*un- 
rated orders if this does not inter- 
fere with filling rated or certified 
orders. A mill need accept no more 
rated orders than for 50 percent of 
its production. 

No cutting directive on hardwood 
lumber but all No. 2 or 3A com- 
mon that is cut into flooring strips 
must be sold to a flooring manu- 
facturer. 

Distributors to certify for two 
cars per quarter or 5 percent of 
their Jan. 1, ’42 inventory per 
month or to extend all ratings re- 
ceived which were issued after 
Sept. 1, whichever is largest. The 
13 percent ceiling now in L-359 to 
come out. Dealer set aside to be 
removed. Rated orders to take pri- 
ority, but if the dealer has no rated 
orders, he should be allowed to sell 
without rating as soon as the lum- 
ber arrives. 

We repeat that the above items 
are recommendations and sugges- 
tions, not actual amendments. 
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DEPT. 63, 589 EAST ILLINOIS STREET 






SELECTIVE DISTRIBUTION © 





3 KEYS TO PROFITABLE SALES 


1. FULL PROFITS— When you sell the 
Lowell line you make a substantial 
profit on each sprayer and duster 
you sell. There are no loss leaders 
or “cheap sprayers.” You get full 
profit on each one. 


2. SELECTIVE DISTRIBUTION — Your 
market is large and only highly 
ethical distributors are selected to 
sell the Lowell line. 


3. COMPLETE QUALITY LINE — T he 
Lowell line is complete and com- 
pact with a sprayer and duster for 
every use. This gives you fast turn- 
over on small inventory. Fast turn- 
over boosts profits quickly. 


Co. 


Write for full details today! 


@ai\y\ CHICAGO 11, ILLINOIS 
> WORLD'S LARGEST MANUFACTURER OF SPRAYERS AND DUSTERS EXCLUSIVELY 
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IT MOLDS AND VIBRATES 


Producing STRONGER... 
MORE DENSE... 
WATER RESISTING BLOCKS 
AT LOWER COST 


@ Vibration is applied directly to the Mold 
Box. 


@ The Mold Box is also vibrated in an inverted 
position giving uniform density to all sur- 
faces. 


@ All popular molds and partitions available 
including brick mold to produce 12 bricks 
in one operation. 


IMMEDIATE DELIVERY 
WRITE — WIRE — PHONE 


Equipment EnGineering Co. 


ST. CHARLES, ILL. 
REPRESENTATIVES EVERY WHERE 
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Tops in Advertising 
VERY TIME we read one of 
those Armstrong linoleum ads 
showing how retail stores can be 
arranged and the way they will 
look if properly floored, we make 
up our mind that we’d like to go 
into that particular business ... 
regardless of what it is. Each ad 
fascinates us and we study the store 
from stem to stern. All of which 
seems to come pretty close to tops 
in good advertising. We’re still 
hoping that Armstrong’s will show 
how the sales room of a modern 
lumber yard could be made to look. 
A lot of lumber dealers we know 

would be interested no end. 


* % * 


The best salesman we ever knew 
was not a good talker but an at- 
tentive listener. He found out the 
prospect’s ideas and had _ the 
answers in a few words. 


*% * * 


Must Be the Climate! 
IM DOBSON, St. Cloud, Minn., 
lumber dealer, sent the Clinic 
the following want ad which ap- 
peared in a local paper. 
“Wanted: Board and room with 
a private family by widower past 
80 years of age where he can have 
good home the rest of his life. 
Would like to correspond with 
widow near my age for friendship, 
pleasure, and results.” 
*% * * 
If it was as easy to perform as it 
is to promise, the prefabricated 


housing industry would have solv- 
ed the housing shortage long ago. 


* * * 


$52,000 a Shot 

G PEAKING of advertising re- 
minds us that the ’47 price of 
a double-page spread in color in 
Life magazine will be $52,000 for a 
single issue. It may seem like quite 
a bit of dough for any concern, and 
to constitute a real selling job for 
the magazine, until it is learned 
that all of the 52 spreads ($2,704,- 
' 000) for the coming year have al- 

ready been sold. 
Who will be using them? We 
have no idea, but in the issue be- 
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fore us, Marshall Field & company 
uses the two pages to say “Won’t 
you come see what we have, what 
we’re doing, the next time you’re in 
Chicago?” 

Illustration in colors shows sable 
furs, a sand bucket and a couple of 
toys for the kiddies. Heading: 
“There’s a sheik with a sand pail 
in our fur salon!” The subhead tells 
about the sheik ordering sables by 
the coat-full and including a sand 
pail to be sent to his son in the 
Sahara. 

It takes imagination, nerve, and 
money to keep up to the advertising 
procession these days! 


* * * 


Mebbe So! 


| THERE is anything near and 
dear to the heart of the house 
prefabricator, it is sensational pub- 
licity. An item in the day’s paper 
describes tests being made “which 
may lead to regular air shipments 
of prefabricated houses direct from 
factory to builder.” It seems such 
a unit was flown in four hours from 
Boston to Dayton, Ohio, where it 
was assembled, complete with fur- 
nishings, in 37 minutes. 

This achievement is in sharp 
contrast to the dilemma of the 
countless vets and civilians who find 
it impossible to buy or rent living 
quarters at any price. Being of a 
skeptical nature, with a leaning to 
the ornery side, the Clinic would 
like to see the house! 


% * 


Controls keep prices up. Compe- 
tition brings them down. 


* % * 


Effective Formula 


NCE UPON A TIME we did 

business with a grocer who 

was one of the best retailers we’ve 
ever known in any line. 

“How do you account for the loy- 
alty of your customers?” we asked 
him. 

“IT seldom make promises,” he 
said . “When I do, I keep them. I 
strive every day to give my custom- 
ers more than they expect.” 








Penny Wise 


AST CHRISTMAS the Clinic 

entertained an old friend who 
was the proud recipient of a Christ- 
mas card that probably cost less 
than any he had ever received. Dur- 
ing the evening the conversation 
turned to retailing and especially 
to the lack of courtesy and appre- 
ciation which was then encountered 
in so many places of business. 

“What do you think of this?” 
asked our guest, who was beaming 
from ear to ear, as he handed over 
an ordinary government postal 
card. His pleasure was so great 
that we wondered what the good 
news might be. This was the mes- 
sage, written in longhand: 

“pear Mr. E.: Didn’t have time 
to get any fancy cards printed, but 
want you to know how much I ap- 
preciate your business. I wish you 
a Merry Christmas and hope I will 
have the pleasure of continuing to 
serve you.” 

No doubt every customer received 
a similar card and it is a safe bet 
that all reacted accordingly. 


* % * 


Getting along in years? Don’t let 
it get you down. Sixty-six percent 
of all great achievements by man 
were developed and given poster- 
ity after he reached or passed his 
sixtieth year. 


x & 


Salute to Lamar Forrest 


FOR THE PAST two years S. 

Lamar Forrest, soft-spoken, 
high-grade gentleman from Lub- 
bock, Tex., held the highest office 
in the National Retail Lumber Deal- 
ers association. He conducted its 
affairs efficiently and with dignity 
and despatch, during one of the 
most difficult periods in the history 
of the retail lumber industry. The 
Clinic, having seen him in action 
on many occasions, salutes him. It 
is fortunate for lumber dealers 
everywhere that men like Lamar 
Forrest, and Norm Mason who suc- 
ceeds him, are willing to give un- 
sparingly of their time and talents 
for the good of the cause. 
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Your best customers and prospects see Marlite advertis- 


ing in leading publications in all your major markets .. . 


today’s sales messages that are building your tomorrow’s 


business, Marsh’s look-ahead policy is your best assur- 


ance of continued profits from Marlite. 


Although sales of Marlite have been daily setting new 





halite 


Wall-Size Panels 
for Every Room 
in Any Building! 














records, Marsh’s usually 
prompt, nation-wide service 
may be slowed by unprece- 
dented demand. However, 
Marsh mouldings are imme- 
diately available and every 
effort is being made to bring 
all Marlite deliveries back to 
normal, Marsh Wall Products, 
Inc., 1241 Main St., Dover, O. 
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TRINITY WHITE 


PORTLAND CEMENT 


a gleaming, sparkling white 


Recommend and sell 


Trinity White . . . for greater beauty 


... greater ight reflection 


The uses of white cement are constantly increas- 
ing. It has always sold for its beauty in concrete 
products, terrazzo, cement paint, prepared stucco 
—and it always will. But its use as a means of 
improving lighting greatly expands the market. 
For example, white floors in many types of occu- 
pancy greatly improve the lighting. It has gained 
wide popularity for light-reflective traffic and 
safety signs and markers. It may be used in roof 
slabs and parapets to reflect natural light to in- 


teriors through sawtooth windows. 


Trinity White is a whiter white. It is a true port- 


land cement. Recom- 
mend and sell it. It is a 
better value for light re- 
flection and beauty. For 
complete information, 
write, wire, or phone 
Trinity Portland Cement 
Co., Republic Bank Bldg., 
Dallas, Texas, or 111 West 
Monroe Street, Chicago 1. 














“AS WHEE AS SNOW" 
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Automatic Slitting Machine 

A new, automatic slitting ma- 
chine for all types of expansion 
joints and light construction board 
has been announced. Developed for 
building products yards, this unit 





can be plugged in and operated by 
one man. It cuts fibre boards, light 
building boards and expansion joint 
materials up to 114 inches in thick- 
ness. Forward and reverse opera- 
tion permits cutting in both direc- 
tions. For further information 
write Keystone Asphalt Products 
company, Dept. AL&BPM, 43 E. 
Ohio street, Chicago 11, IIl. 


Thru-Wall Flashing 


Announcement of a new and im- 
proved thru-wall flashing has been 
made. The new flashing has saw 
tooth corrugations that form a me- 
chanical key bond in the mortar; 
allowance for drainage; provision 
for expansion and contraction; in- 
terlocking overlap which is said to 
require no soldering; stiff counter- 


flashing face that is said to hug the 
wall tightly, and ease with which 
it may be bent. It is designed to 
prevent leaks and seepage in build- 
ing walls. Made in sheet form in 
standard widths up to and includ- 
ing 34-inch wide and_ six-foot 
lengths, installation costs are said 
to be kept low. A folder describing 
this flashing entitled The New 
Chase Thru-Wall Copper Flashing 
may be had on request from the 
Chase Brass & Copper Company, 
Dept. AL&BPM, Waterbury, Conn. 








When writing for new literature 
or further details about products 
described here, please mention 
AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MER- 
CHANDISER as the source of 
your information. 








Metal Covered Wood Moulding 


Having the appearance of heavy, 
polished metal, these mouldings are 
said to be light and flexible. They 
vary in length from 8 to 12 feet. A 
new catalog illustrates and de- 
scribes the more than 200 designs 
carried in stock and shows several 


different actual installations. For 
a copy of the catalog write 
Loxit Moulding company, Dept. 


AL&BPM, 1217 W. Washington 
boulevard, Chicago 7, IIl. 


New Type Gantry Crane 
Portability, ease in handling and 
flexibility for many varied lifting 
services are said to be the features 
of a new Gantry crane. Of one-ton 


capacity with generous safety fac- 
tory and minimum gantry weight, 
it has a broad variety of uses at 
loading platforms, in plants, ma- 
chine shops, faciories and for con- 





struction, maintenance and farms. 
It is fully described in Bulletin 
PG-648 which may be received by 
writing Industrial Equipment com- 
pany, Dept. AL&BPM, 315 N. Ada 
street, Chicago 7, IIl. 


Painter's Pot Hook 


The 5-Way Pot Hook, so called 
because of its five separate uses, has 
just been developed. A special fea- 
ture is the spring clamp designed to 
hold brushes not in use. If large 
and small brushes are being used 
on the same job, the second brush 





RUBBER PARTS 


—For ALL Woodworking Machinery — 


V Yates, Fay & Egan, Smith and Solem Ma- 


chine Rubber Parts. 


Double-End Tenor Rubber Blocks. 
Band Saw Tires—Belt Sander Tires. 
Pneumatic Drum Sander Tubes Replaced. 


Mallets—Tack and Screw Bumpers. 


Write for Spectal Wood Industries Rubber Catalog 


BROADWAY RUBBER MFG 
“The Rubber House of the Americas” 
— LOUISVILLE 2, KY. 


$29 E. BROADWAY 
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Lange or Small~They AAU Fall- 


Fast aud Eacy with TITAN POWER CHAIN SAWS 

















MANUFACTURERS OF BAND RESAWS, LUMBER MARKERS AND SAWMILL MACHINERY 


Titan Power Chain Saws are available in lengths from two to nine feet } 
Write today for full information and name of your nearest dealer 
INC. 


MILL & MINE SUPPEY, 


2700 FOURTH AVENUE SOUTH SEATTES 4, WASHINGTON 








are made for long and efficient service. 
They have never been equalled for 
strength, toughness and wearing qual- 


ity. 


Forged from tool steel, specially tem- 
pered and carefully finished, they will 
last longer than any other. 


McDonough dogs are ground to con- 
form to the original templates, assuring 
correct tooth design and maximum log 
holding capacity. Insist on the mark 
“GENUINE McDONOUGH.” 


McDonough 


Manufacturing Co. 
INCORPORATED 1888 


Eau Claire, Wis. 
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can be suspended within the can 


while not in use, eliminating 
dropped brushes and dripped paint. 
The spring clamp will suspend 
brushes overnight in oil or turpen- 
tine. The hook will work on step 
ladders, to hold paint cans or in 
pairs as hangers for screens, signs, 
doors and storm sashes. It is said 
to work equally well on either side 
of a ladder. For further informa- 
tion and illustrated literature write 
E & J Enterprises, Dept. AL&BPM, 
39 Grove avenue, Verona, N. J. 


Paper Draperies 


Paper draperies which are said 
to not only look like fabric but also 
feel like it are now being generally 
distributed. All ready to hang on 
an ordinary curtain rod, the drap- 
eries are said to combine strength, 
softness and flexibility. In addition 
they are said to be fadeproof, fire 
resistant and easily cleanable. Sold 
with two matching tiebacks, they 
are now available in an over-all 
flower pattern in natural, rose, blue 
and green. A leaf weave pattern 





will be available in the near future. 
They can be hung straight or 
pleated. They can be dusted with 
a soft cloth or cleaned with wall- 
paper cleaner. For further infor- 
mation about these draperies write 
Trimz company Inc., Dept AL& 
BPM, Merchandise Mart, Chicago, 
Ill. 


New Floorcraft Catalog 
Beautiful Floors—The Easy Way 
is the name of a new catalog put 
out by General Floorcraft Inc. 
After emphasizing the importance 


of fine, well-kept floors in home and 
office and of precision built appli- 
ances for properly maintaining 
them, the booklet explains that Gen- 
eral Floorcraft machines are tooled 
to tolerances of one ten-thousandths 
of an inch. The line of machines is 
illustrated and described in detail 
with specifications of all standard 
machines for industrial, institution- 
al, bowling alley, rug cleaning and 
household use; also attachments 
and accessories. Request for copies 
of Beautiful Floors—the Easy Way 
should be made to General Floor- 
eraft Inc., Dept. AL&BPM, 333 
Avenue of the Americas, New York 
13, N. Y. 


Swing Boom Crane 


With the Krane Kar mobile 
swing boom crane the operator has 
an unobstructed view to the front, 
rear, and sides for every condition 
and use of the crane. The crane 
mechanism is equipped with three 
separate power reversing worm 
geared units, one each for hoist- 
ing, swinging and topping by 
power. Each may be performed in- 
dependently or simultaneously in 
the same and/or opposite direction 
with the crane loaded. The Krane 
Kar will carry any load it can lift 











results. 


signed to do a particular job. 


to “end checking.” 


priced as follows: 


TURNABLE DRUMS 


F.O.B. AKRON, OHIO 


EST. 1878 





STOP End Checking!!! 


No. 464-A Lumber sealing compound is a specially 
developed “end coating” that produces amazing 


Not a “lead and oil” paint but a new product de- 


Can be applied with spray gun designed for heavy 
bodied materials or by brush. Color is black. 


Any mill, lumber dealer or manufacturer who stores 
lumber can effect very substantial savings. 


Reports have been received that use of the com- 
pound has resulted in savings amounting to thou- 
sands of dollars worth of lumber previously lost due 


No. 464-A Lumber sealing compound is reasonably 


$1.50 PER GALLON IN 55 GALLON NON-RE- 


$1.60 PER GALLON IN 5 GALLON CONTAINERS 


! the Akron Paint and Varnish Company: 
AKRON 1, OHIO 
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RAINY LAKE L 


SALES OFFICE: 2020 Conway Bldg., CHICAGO 2, ILL. 
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Selling the Products of J. A. MATHIEU, Ltd., Rainy Lake, Ont. 
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PATENT INSERTED TOOTH GROOVER FIRTHITE TIPPED SAW FIRTHITE TIPPED SAW 
mobile Firthite Tipped Inserts Inserted Type, for Wood Solid Type, for Wood 


LONG-LIVED SAWS FOR LONG-RUN ECONOMY 








Teak, Fire-proof Lumber, Plywood, Linoleum, etc. 
Huther Bros. have long taken special pride in the 
quality of their manufacture, and the service and 
satisfaction all Huther Bros. saws give the customer. 
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LANE 


Trade Mark Reg. U. 8. Pat. Off. 





SAW MILLS 


Sturdy and dependable. Fast, accurate saw- 
ing assured. 


Carriages running on roller bearings. Auto- 
matic pawl release on set head. Fast, power- 
ful dogs. Friction or Belt Feed, as preferred. 
Ball Bearing arbor, and roller bearing Feed- 
works if desired. 


Various sizes and dogs to meet your needs. 


years’ experience in building Saw 
Re Mills and woodworking machinery. 


LANE MANUFACTURING CO. 


MONTPELIER, VT. 
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POWER EQUIPMENT CUTS YOUR 















KRANE KAR > 
Swing Boom Mobile Craze 

This rubber-tired boom crane lifts, 
totes, and spots loads up to 10 tons— 
any shape or size—any part of the 
plant or yard. Travels, and swings, 
tops, raises, or lowers the load all at 
one time—or independently. One man 
operates it, one engine powers it. 
KRANE KAR pays its own way, doing 
the work of 6 to 8 men. 


LIFT-O-KRANE 


Combination Mobile Boom Crane 
and Fork Lift Truck 
You have at your disposal a machine 
that’s a MOBILE BOOM CRANE when 
you have crane work—a FORK LIFT 
TRUCK when you have pallet loads. 
For crane work, just fold back the 
forks. For fork jobs, quickly and 
easily remove the boom. Also obtain- 
able as a FORK TRUCK unit exclu- 
sively—without boom; or as a BOOM 
CRANE only—without forks. 


Power equipment speeds stacking, storing, feeding mills, servicing kilns, load- 
ing freight cars, trucks, or barges... KRANE KAR and LIFT-O-KRANE handle 
lumber, timbers, logs, poles, ties, sand, gravel, cement blocks, pallet loads of 
brick, sheet rock, building plastics, pipe, lime, coal, clay products. 

Ask. for Bulletin No. 66 on KRANE KAR; Bulletin No. 65 on LIFT-O-KRANE. 





THE ORIGINAL SWING BOOM MOBILE CRANE 
WITH FRONT-WHEEL DRIVE AND REAR-WHEEL STEER 


SILENT HOIST & CRANE CO., 860 63rd ST., BKLYN 20, N.Y. 























OZAN 


is Your 


Forest 
Bank 





We are growing reserves of 
famous OZAN shortleaf pine 
that assure lumber dealers 


ample future supplies of top 





quality forest products. 
On LUMBER CO. 

Prescott, Ark. 
SUPERCE! 


eS he) he a! hil) EAE 
NATIONALLY ADVERTISED 
AROMATIC RED CEDAR 


CLOSET LINING LUMBER 


Packaged and Sealed 


GUARANTEED 
90% Red Heart 
or Better 




















Currently pro- 
duction problems 
prevent our immediate 
return to full scale operations 
but we can see an improvement in 
the near future—and we hope soon for 
a quick return to our prewar service on 
all shipments. 





GEO. C. BROWN & Co. 


GREENSBORO, NORTH CAROLINA 
LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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WHAT'S NEW? 





to any part of the yard, warehouse 
or mill. Special offset gooseneck 
booms have been developed as illus- 
trated, providing a large working 
area under the boom: This has 


been developed to handle bulky 
loads, uniforrh bundles of boards, 


: sgeey 





timber and palletized loads. For 
further information about the 
Krane Kar write the Silent Hoist 
Winch & Crane company, Dept. 
AL&BPM, 841 63rd street, Brook- 
lyn, N. Y. 


Plastic Jointer 


A plastic jointer for masonry 
work, a new product, is being 
offered. The new polystyrene joint- 
er is similar in design to the stand- 
ard jointer of bent iron rod used by 
masons as a hand tool to finish off 
cement or mortar joins between 
brick and tile. Available in vary- 
ing lengths, thickness and color, 





the Plax jointer offers several new 
features. It is said to be lighter, 
easy to grasp, warm to the touch 
and easy to spot because of its color. 
Constant use is said to smooth and 
taper the rod end. For further in- 
formation write Plax corporation, 
Dept. AL&BPM, Hartford, Conn. 
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Pipe Conduit Bulletin 

A new bulletin entitled Therm- 
O-Tile, the Permanent Conduit for 
Underground Pipe Lines has just 
been published. Consisting of four 
pages, in two colors, it gives an up- 
to-date, illustrated description of 
Therm-O-Tile and its features. In- 
cluded are details and specifications. 
One portion relates to the water- 
proofing of Therm-O-Tile for sub- 
merged conditions. For a copy of 
the bulletin write H. W. Porter & 
company, Dept. AL&BPM, 825 Fre- 
linghuysen avenue, Newark, N. J. 





WE ARE NOT MR. ANTHONY 


But we might be of help if you 
have a problem. 

The editorial files of the Amer- 
ican Lumberman & Building 
Products Merchandiser are 
most complete, particularly on 


management problems in the 
field of manpower, materials 
handling, marketing, merchan- 


dising and creative consumer 
selling and sales management. 
If you have any problems in any 
of these fields, do not hesitate to 
write us. 

It is just possible that the 
problem you write us about 
might be of sufficient general in- 
terest that we can make a spe- 
cial survey or research project 
of it. 

Whether your’ problem is 
small or large, involved or 
simple, we would like to hear 
from you. Send us your ques- 
tions. We will be delighted to 
be of service. 

THE EDITORS 











Hyde Bird Feeder Catalog 


A new catalog has been published 
by the Hyde Bird Feeder company. 
Illustrated and described are a va- 
riety of the homes for the different 
birds, some of which have glass par- 
titions for observation. Included 
in the line of products shown are 
window sill extension feeders, 
weather vane feeders, that turn to 
keep the wind out; feeders that are 
designed to keep out larger birds 
and squirrels; several styles of win- 
dow feeders, and packaged food 
products. To receive this catalog 
write Hyde Bird Feeder company. 
Dept. AL&BPM, 360 Mystic avenue, 
Somerville 45, Mass. 


Inlaid Card Tables 


Coming in four different designs, 
new Aetnaply inlaid cardtables cai 
be sold as over-counter items for 
gifts. The birch legs fold to make 
the table stand edgewise when not 
in use, as a fireplace screen or deco- 
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Christmas Greetings 


and a 


New Year’s Wish 































That 1947 may bring everything 
needed to make business prosper— 
production and supplies in adequate 
quantities — A SEN- 
SIBLE FREE MAR. 
KET for all, grateful- 
ly partial to Veterans. 


That we may con- 
tribute to national 
prosperity by pro- 
ducing unhampered, 
the wide assortment 
of high grade lum- 
ber and lumber 
products you have 
learned to expect 
from the Ralph L. 
Smith Lumber Com- 
pany. 


Ponderosa Pine 
Manufacturers 
Special 
West Coast 
Lumber Products 
Address all correspondence 
to our Kansas City offices 





Manufacturers and Wholesalers 1635 Dierks Bldg., Kansas City 6,Mo., Victor 4143 


Member of Western Pine Ass‘n., National Wooden Box Ass’n., Ponderosa Pine Woodwork, 
National-Americon Wholesale Lumber Ass‘n. 


West Coast Office: 910 Porter Building 


Portland 4, Oregon 





Anaconda Copper 
Mining Co. 


Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 
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ORDERS 


from all over 


fy YOU prepared to fill whatever need a customer may have for 
maximum building protection against the effects of wear and 


weather? 


The Sonneborn line of “Building Savers’’ gives you—from a single 
source of supply—a wide variety of products for building construction 
and maintenance (see chart)—each one a profit-maker in itself and a 
strong recommendation for sales of the others—for every type of 


building 


Sonneborn “Building Savers’ are regularly specified by architects 
and used extensively by builders in every type of construction, and 
are recognized for outstanding performance in building maintenance. 

Cash in on this ready-made market for profitable sales in your terri- 
tory. For details of the Sonneborn “Building Savers’’ franchise, write 


Dept. L 12. 


the 


building 






















BUSINESS-FINDER CHART 









The Product Is 


You Sell it For 









LAPIDOLITH 


Hardening, wearproofing and dustproofing 
new or old concrete and terrazzo floors, other 


concrete surfaces. 










LIGNOPHOL 


Preserving and finishing wood floors, trim, 
doors, paneling—in one application. 









CEMCOAT Filler 
and Dustproofer 


Protecting and decorating cement and wood 
floors, porches,decks.Colors and transparent. 









TRIMIX 


Improving quality and workability of con- 


crete and mortar mixes. 












STORMTIGHT 
(Liquid and Plastic) 


Protecting and preserving, patching and re- 
Pairing roofs of all types, new or old. 








S.R.P. 
(“Sure Rust Prevention") 


Protecting iron, steel and other metal surfaces, 


inside and out, against rust 


and corrosion. 










SONOLASTIC 
Aluminum Paint 
(Ready-Mixed) 


Protecting and brightening interior and ex- 


terior surfaces—metal, wood, 
board, etc. 


masonry, wall- 









SONNEBORN'S 
Caulking Compound 


Caulking, pointing up, sealing, glazing, etc. 


Knife and gun grades. 








SONOMEND 


Patching and resurfacing concrete or wood 


floors. 









FLOORLIFE CLEANER 


Cleaning and waxing wood floors and lino- 


leum in one application. 













HYDROCIDE 
Colorless 


NNEBORN “BU 


-_- 
. TERPROOFING A 
MPOUNDS 


In the Southwest: Sonneborn Bros., Dallas 1, Texas 
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Protecting exterior masonry walls against dis- 
integration due to excessive water absorption. 


* 

paints AND 

MORTAR AD 
AMPPRO 
poor COA 


WAXES 


BUILDING PRODUCTS DIVISION 


L. SONNEBORN SONS, INC. 


88 Lexington Avenue, New York 16, N. Y. 


DING SAVERS” 


MIXTURES 
OFING 





pROTECTIVE 


TINGS 




















EXTRUDED 


ALUMINUM 
MOULDINGS 


BUILDING MATERIAL 
DISTRIBUTORS WANTED 





ATTRACTIVE LIST PRICES, 
PLUS LIBERAL DISCOUNTS. 


TOP QUALITY LINE -- 
PACKED IN 120-ft. CARTONS AND 
504-ft. CASES. 





Inquiries invited from all territories 
—Write for FREE Catalog and 
Price List 


Standard Moulding 
Company, Inc. 


Manufacturers 


33 W. 42ND ST. — NEW YORK 18 
Telephone: Pennsylvania 6-0595 











NEW 
INVENTORY- TAKING 
FORMS 


Loose-leaf forms, 8!/2” x 11”, punched for 
standard 3-ring binder. 


ORDER NOW 


for Immediate Delivery 


00 


100 Sheets ... $ Postpaid 


Send Check with Order 


Perpetual Inventory Systems 
Complete Accounting Systems 


Designed to your specifications 
to meet your requirements. 


Lumbermen’s Accounting 
and Management Service 
9921 Prairie Ave., Chicago 28 


Counselors, Designers and Publishers of 
Accounting Systems for the Lumber Industry 





Gives Siding Jobs Improved 





Protection and Appearance 


On every Asbestos 
Siding job, where ap- 
pearance is essential, 
you can save valuable 
time, simplify fitting 
at corners and along 
window and door 
frames, give added pro- 
; tection, by using indi- 
vidual zinc corner strips. . . . Made of 
oxidized zinc... will not stain. Lengths 
suitable for any Asbestos Siding Shingle. 
For complete details write 


BUGHER MANUFACTURING CO. 





211 S. Main Street 


Kokomo, Ind. 
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rative piece. The designs include 
diamond matched maghogany cen- 
ter with walnut border; butterfly 
matched walnut and maple center 
with walnut border, and diamond 
matched walnut. For further in- 
formation write Aetna Plywood & 
Veneer, Dept. AL&BPM, 1731 
Elston avenue, Chicago 22, II]. 


Prepackaged House 

Volume production was recently 
started by the General Plywood cor- 
poration on prefabricated homes. 
Three of the features stated by the 
manufacturer are: 1. cost is under 
$6,000 for a complete permanent 





home; 2. the four-room floor plan 
leaves flexibility for individuality 
in exterior features; 3. construc- 
tion employs local labor and stand- 
ard fixtures. General Plywood hous- 
ing units are sold to consumers 
through the dealer or builder. For 


further information about these 
these homes write the General Ply- 
wood corporation, Dept. AL&BPM, 
Louisville, Ky. 


Cedar Framed Fence 


Heavy gauge wire fence framed 
in sections with white cedar is 
now being offered. Framed sec- 
tions or panels fit into mortised 
posts which come pointed, ready for 
erection. Universal fence for resi- 
dential yards or farm use. It may 
be used for portable or permanent 
fence. There are seven-foot posts 
for permanent use. For further in- 
formation write Fence Company of 
America, Dept. AL&BPM, 608 S. 
Dearborn street, Chicago 5, IIl. 


Chromtrim Floor Display Unit 


The Chromtrim Trim-it-Yourself 
floor display unit features eight 
easy-to-cut, simple-to-install metal 
molding shapes. Streamlined for 
over-counter sales, this new con- 
sumer merchandising plan is de- 
signed for building product outlets. 
Consumer instruction folders make 





it simple for any housewife or 
handyman to do his own installa- 
tions and repairs. The display stand 
is all aluminum and contains eight 
tubes of metal trim cut to six foot 


lengths, ready wrapped. For fur- 
ther details write R. D. Werner 
company, Dept. AL&BPM, 295 
Fifth avenue, New York, N. Y. 


Ladder Rung Saddles 


A new brace is being offered to 
increase the safety of ladders. 
These braces are called Ladder 
Rung Saddles. They are fastened 
to the ladder sides to reinforce the 














ladder rung at the point where it 
enters the ladder side. Rung ends 
have a tendency to rot, and when the 
saddles are used, this section is 
protected and the safety of the lad- 
der is no longer dependent on the 
invisible portion of the ladder rung. 
The saddles are made of heavy 
gauge sheet steel cadmium plated 
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to resist corrosion. They are said 
to be easily applied with wood 
screws, screw nails or roofing nails. 
For further information write Rei- 
mann and Georger, Dept. AL&BPM, 
735 Ellicott square, Buffalo 3, New 
York. 


Bondwood Casein Glue 
Currently being offered readers 
of this publication are free samples 
of Bondwood mold-resistant casein 
glue. The free samples are offered 
to show how Bondwood mixes 





quickly, smoothly and without a 
waiting period; how it resists 
water and mold. It is an all- 
weather glue, said to be ideal for 
outside sash and door jobs. It can 
be spread cold on cold wood, stays 
fluid. Bondwood powder dissolves 
in cold water without a waiting or 
soaking period. Mixing is said to 
take less than 10 to 15 minutes. For 
free samples of Bondwood write on 
your letterhead to Franklin Glue 
company, Dept. AL&BPM, 119 W. 
Chestnut street, Columbus 15, Ohio. 


Building Model Homes 

With ordinary tools, architec- 
tural models of homes can be built 
from specially constructed scale ma- 
terials. The selection includes 
brick, shingle or lap siding in any 
desired combination, in 4, % or 
one inch scale. Metal windows and 
door frames slip into pre-cut holes. 
The scale material is made from 
plywood which can be nailed, sawed 
and painted to make the homes look 
extremely realistic. Model homes 
can be built for use as window, 
counter and floor displays. For 
further. information write Archi- 
tectural Model Materials, Dept. 
AL&BPM, 4726 N. Winchester ave- 
nue, Chicago 40, Ill. 


Radial Arm Saws 

With Multiplex saws the saw 
blade can be quickly angled to cut 
right or left hand miters up to 90 
degrees. The center mounted track 
is single turned to the desired 
angle. Among the operations which 
can be performed are ripping, 





cross-cutting, dadoing, rafter cut- 
ting and routing. The rear column 
and overarm are raised and lowered 
by means of a removable crank at 
the front of the table. The motor 
is rotatable horizontally. For fur- 
ther information write Red Star 
Products Inc., Dept. AL&BPM, 
3455 Vega avenue, Cleveland 13, 
Ohio. 


Mitre Matic Machine 

By just pressing the convenient 
finger tip control key, adjustment 
can be made to any standard angle 
or right or left mitre. Among the 
features stated by the manufac- 
turer are one hand operation; 
change cutting angle without re- 
leasing saw or work; self-indexing 
for 9, 22.5, 30, 36, and 45 degree 
cutting angles in both directions; 
positive lock provided for all other 
angles; constructed of aluminum 
with tool steel wearing surface; 
weighs seven pounds. For further 
information write McGrath-St. 
Paul company, Dept. AL&BPM, 242 
E. Fifth street, St. Paul 1, Minn. 


Swivel-Type Ironing Board 
Announced this month through 

an extensive advertising campaign 

is a new, swivel-type cabinet iron- 





wit' 
HROUGH ARC FoR CONVE 


ing board. The product is said to 
be available for immediate delivery. 
The board embodies a patented cast 
aluminum swivel support which 
holds the board firm when lowered 
from the cabinet, but also allows 
it to be swung for use at any angle. 
The support is designed so that the 
board will stay upright in the cabi- 
net, even when the cabinet door is 
opened. There is a special space 
for firesafe iron storage built into 
the cabinet. The unit may be in- 
stalled in either new or old homes, 
before or after plastering. For fur- 
ther information write L. H. Eu- 
bank & Son, Dept. AL&BPM, Ingle- 
wood, Calif. 
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ing values. 





Another Ainaieck Feature 
BEAUTY-SEAL PLATINGS 








Heavy underplatings seal pores of 
metal to prevent rust and tarnish. 
A heavy chromium deposit is then 
applied, assuring a brilliant finish 
of lasting beauty. Wiping oc- 
casionally with a soft cloth is all 
that is necessary to retain the 
original brilliance. 
ASK YOUR JOBBER 








S.-CANADA 


AMERICAN CABINET HARDWARE 


CORPORATION 


ROCKFORD, ILLINOIS 





It’s Quicker to Repair Saws 
Than to Get New Ones 


We can cut your old saw down, 
if not burned, or cracked in the 
center, and insert one of Simonds 
four popular styles—2!/, or 3 or 
B or F. Saw will be like new 
when we return it. 

It takes 6 to 8 weeks to get a saw 
cut down just now, but it takes 6 
to 8 months to get a new one. 
All kinds of circular saw repair- 
ing. 


J. H. Miner Saw Mfg. Co. 
Meridian, Mississippi 
Incorporated in 1912. 


The Original Miner Service 
















The Maple and 
Birch Flooring that 
buyers every- 
where look to for 
the utmost in floor- 

















H. B. Jordan, Gen. Mgr. 
C. W. Jordan, Sales Mgr. 


® 


C. M. Jordan, Treasurer 
J. B. Deutsch, Detroit Mgr. 


* 2 





Clarke County Lumber Company 
Wholesale Forest Products 


Manufacturers Boxes, Shooks, Pallets, 
Crating and Fabricated Items. 


Phone: TEmple 1-2924 
834 Maccabees Bldg. 
DETROIT 2, MICH. 


Phone: L. D. 167 
Anderson Building 
THOMASVILLE, ALA. 















A soe f : a 4 | 
POSITIVE IN ACTION 
NEWELL DOOR CLOSERS - - 19 commcaten Pairs 
EASY TO INSTALL 
9 p 
: No. 006-A ZEPHYR 


For a low-priced closer, 
the 006-A has all the 
features of higher-priced and light inside doors. 
closers. A really proved Each one in individual 
fast seller carton. 


TWO BEST SELLERS + © co'ktc: 


No. 001 Door Stop prevents damage 





~—ee 
No. 014 OIL-FLO 


f 







No. 008 AIR-FLO y 


Ideal for combination 
screen and storm doors 


This latest addition to the 
Newell line operates in an 
oil bath. Smoothest oper- 
ating closer yet presented. 


when doors are forced open beyond 

normal Finish is bright cadmium 
No. 010 E-ZE Latch renders perfect 
performance when used with a 
door closer. Full instructions, with 
template, in each box 











No. 001 DOOR STOP 











SPOT CORD 


Reg. U. S. Pat. Off. 


aad 


Reg. U. 8. Pat. Off. 


—the most durable material for hanging windows 


SAMSON CORDAGE WORKS 
BOSTON 10, MASS. 


























LET'S GIVE THE CARPENTER A BREAK. 


Mr. Dealer: Here is your opportunity to help the Contractor save labor 
costs in framing his complicated roofs. Just show him our vest pocket 
LENGTHS book and you have indeed made yourself ANOTHER 


THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 
Rainelle, W. Va. 





Anyone can frame a hip, valle 
BUILDERS’ TOPICS RAFTER 


, dormer roof in a few minutes if he has 
BOOK. The book is a ROOFERS 


ACTUARY is senpine level, plumb and side cuts for all rafters for 
any even pitch : 


roof. Widths 


tches from lf to 5/g to choose from. 


/16"', angles to closest '/, d 
as well as degrees to be us 


or span from 1"’ wide to 40’. 14 standard 
Lengths are figured to closest 
tree. Gives cuts to be used on the square 
with radial saws. All the carpenter need 





do is to open the book to his pitch page there in large print he 
inds his lengths—Side cuts—level and plumb cuts for all his rafters. 
hus he can pre-fabricate his roof on the ground, no scribing or guess 
pec fa book is a natural and will be yy me me by Carpen- 
ters and Estimators in your territory. Write today for dealers’ discounts. 


SAMPLE COPIES $1.00 EACH. 
Builders’ Topics Dept. A-L 


310 Medical Arts Building 1117—2nd Ave., Seattle, Washington 


WE are the original teachers of the Framing square in five easy lessons 
by mail. 
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ALL STEEL 


Double swiver LOad Binde 


( Goodyear Pattern) 


American 


For binding LUMBER, 
LOGS. Holds load firmly. 
Strongest . . . forged steel 
throughout . . . easiest to 
use. . . most practical 
and effective. Three sizes. 
Write for circular and full 
information. 


“American” line of Log- 
ging Tools and Appliances 
is the best on the market. 
Catalog on request. 


AMERICAN LOGGING TOOL CO., Evart, Mich. 














KNIGHT 


Single, Duplex and Quarter DOGS 
Saw Mills, Set Works, Edgers 


Manufactured by 


THE KENT MACHINE CO. 


117 Portage St. Cuyahoga Falls, Ohlo 











J. W. Wells Lumber Co. 


Montgomery |, Alabama 


> 


Manufacturers 


Southern Hardwoods and Pine 











DON’T CARRY IT — 


CONVEY IT 


Cut handling costs — increase 
safety — reduce manual handling, 
with conveyors. Eliminate those 
costly time wasting steps between 
cars, piles and storage sheds. 
Let conveyors provide fast, low- 
cost and speedy handling of your 
products. 


Get complete information today 
— write for Bulletin No. AL-126. 


STANDARD CONVEYOR COMPANY 
General Offices: 
NORTH ST. PAUL 9, MINNESOTA 
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IMAI ANALYSIS 


Market Fluctuates as Producer and 
Distributor Wait Each Other Out 


It is still too early to predict what effect the removal 
of price ceilings will have. Both producers and dis- 
tributors were proceeding cautiously and it was evi- 
dent that few retailers were buying for inventory. 

There were no firm prices on the horizon and some 
sellers expressed the opinion that it might be early 
summer before prices level off. Meantime, manufac- 
turers were attempting to set up price lists on the 
basis of supply and demand, governed by production 
costs. 

Early indications were that the market will unques- 
tionally level off at higher than OPA prices. In the 
ease of Southern Pine, some quotations were $10 to 
$15 above the OPA level. Some mills are again paying 
commission men and wholesalers a five percent com- 
mission. 

RECEIVE TANTILIZING OFFERS 


There are reports that some mills are receiving 
tantalizing offers by wire, telephone and letter for one- 
inch lumber, offering $80 to $110 no grade specified. 
Most dealers are the first to realize the inflationary 
results of such buying and the encouragement it would 
offer Expediter Wyatt to slap controls back on. 

Reports from the West Coast indicated that nearly 
all of the larger retailers are maintaining OPA prices. 
Some smaller concerns have taken advantage of the 
situation to obtain a quick profit. 

Wholesale prices on the Coast varied sharply be- 
tween mills. One spokesman suggested at least a 10 
percent increase in prices for fir flooring and finish 
items, an average increase of $10 to $20 a thousand 
with a top increase of $50 anticipated on some items. 

Shingle prices quoted at the mill ranged from $7 to 
$11 a square. One of the largest retail firms on the 
Coast reported it was paying $8 a square for shingles 
at the mill compared to the OPA figure of approxi- 
mately $5.50 wholesale. At Seattle the most fre- 
quently quoted price on shingles was $7.50 for No. 1. 

Efforts are being made to determine the status of 
the $7.50 subsidy on peeler logs. The subsidy is not 
affected by the lifting of OPA ceilings, and with the 
market open, a buyer seeking logs for a lumber mill, 
must pay the subsidy to meet prices paid by plywood 
buyers. One wholesaler has paid $20 over ceiling for 
surfaced.dimension or $60. Surfaced small timbers 
cost him $55 and rough green timber $48. 


SELLING PRICES AROUND THE COUNTRY 


In Kansas City, the consensus was that an increase 
of $10 per thousand may be expected on-two-inch yel- 
low pine dimension and $10 to $15 on one-inch stock. 
Some mills were asking $68 for 2x8 No. 2 and better 
yellow pine, a price about $20 over the old ceiling; 
rough green inch and two-inch stock was quoted at 
$53 and $58. 

The report from Boston indicated that spruce boards 
of No. 1 and 2 grades were selling for $80 and $85 per 
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SHIPPED FROM STOCK 


Your needs may be here now! The most 
panels anywhere under one roof... . Fir, 
Pine, Gum, Birch and Figured Woods. . . 
the best-glued plywood available . . . regu- 
lar, water-resistant and waterproof types 
---plywood specialties...single-ply veneers. 
WRITE TODAY for “Teleply Ticker” current 
warehouse list . .. Aetna Plywood & Veneer. 
1732 Elston Av., Chicago-22-Armitage 7100. 





For low-cost housing 


PAR-TOX 


wood treatment assures lifetime 
freedom from the ravages of rot 
or termites. 





For a tight sash seal that prevents 
infiltration of moisture and cold 
air — use 


PARKER'S 
PRIMERLESS 
PUTTY 












More nan 7s yeors MALTA ed 


of service tothe sash 


and door industry. OSHKOSH, WISCONSIN 
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CUSTOMERS 
COME BACK FOR 


Qabot¢ 


BRUSH CLEANER 





You'll build customer 
satisfaction and repeat 
business with Cabot’s 
ready-to-use Brush Cleaner. 
It smacks out hardened 
paint, varnish, tar, right 
down to the heel leaving 
bristles soft, lively, like 
new. Non-caustic. Non- 
inflammable. Harmless to 
bristles and setting. 





Free sample and 

complete dealer 
wy, information. Write 
today! 





Samuel 
Cabot, Inc. 


1525 Oliver Bldg., Boston 9, Mass. 












Kane KK KK 


America’s finest non-yel- 
lowing white enamel... 
first choice in any dealer’s 
stock ... and one of the 
eleven famous All-Stars 
on O’Brien’s ‘‘First Team.” 


O’BRIEN VARNISH COMPANY 
SOUTH BEND 21, INDIANA 


wz oe FINE FINISHES SINCE 1875 ye & 











LUMBER MARKET 


thousand; white pine boards of No. 1 and 2 grades 
were selling for $83.50 per thousand; white pine 2x3, 
2x4 and 2x6, $80 and $85 per thousand. An effort was 
being made to sell Yellow Pine for $95 to $100 but 
the retailers were not touching it. There was a fair 
supply of sheathing available and shipments were in- 
creasing. There was very little flooring available. No 
hardwood was on the market and practically no west- 
ern fir. In general, retailers were paying five to 10 
percent above OPA. 

One retailer in the South said: “Where we formerly 
paid from $75 to $85 a thousand for No. 2 and better, 
we are now being asked from $95 to $100. We are 
hoping that the high prices will encounter enough buy- 
ing resistance to bring them down to around $65 de- 
livered, so we can sell lumber at around $85 and make 
a reasonable profit.” 

Within one week after the oak flooring industry had 
resolved to hold present price levels on flooring ‘with 
such reasonable and necessary adjustments as may 
be necessary until the markets stabilize themselves and 
the effect of control is felt,” conditions changed suffi- 
ciently so that an advance of 10 to 15 percent was 
announced. 

Lumber production for the month of August, 
the Civilian Production Administration announced, 
amounted to 3,450,645,000 board feet. August was 
the eighth successive month to show an increase and 
the fourth in a row to exceed three billion feet. The 
August production figure is an increase of nine per- 
cent over July, 1946 and 26.9 percent more than 
August, 1945. 


Current Statistics on 
Output and Distribution 


Lumber shipments of 415 mills reporting to the Na- 
tional Lumber Trade Barometer were 14.0 percent be- 
low production for the week ending Nov. 16, 1946. In 
the same week new orders of those mills were 10.5 per- 
cent below production. Unfilled orders files of the re- 
porting mills amounted to 56 percent of stocks. For 
reporting softwood mills, unfilled orders are equiva- 
lent to 41 days’ production at the current rate. Gross 
stocks are equivalent to 41 days’ production. For the 
year-to-date, shipments of reporting identical mills 
were 3.3 percent below production; orders were 0.8 
percent below production. Compared to the average 
corresponding week of 1935-1939, production of report- 
ing mills was 19.6 percent above; shipments were 13.2 
percent above; orders were 1.4 percent below. Com- 
pared to the corresponding week in 1945, production of 
reporting mills was 75.5 percent above; shipments 


were 62.5 percent above and new orders were 44.8 per- 
cent above. 


West Coast 


October production in the Douglas fir belt of Ore- 
gon and Washington, reported the West Coast Lum- 
bermen’s Association, was the highest since June. The 
weekly average was 122,579,000 board feet, which was 
84.6 percent of the 1942-45 average, a period in which 
the industry worked six days a week instead of the 
present five. Cumulative production for 44 weeks of 
1946 stood at 5,082,999,000 board feet. The indus- 
try’s unfilled order file stood at 575,822,000 board feet 
at the end of October; gross stocks at 462,010,000 feet. 
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Quality Lumber 
for eae ve 











PONDEROSA PINE 
CALIFORNIA SUGAR PINE 
WESTERN WHITE SPRUCE 
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Growing Timber for 
Your Future Needs 


Sitka Spruce Lumber 


and 


Since 1904 Urania has been carry- 
ing on scientific forestry — and 
now has more than 110,000 acres 
growing timber -for your future 
needs. 

All Urania logging is under the 
supervision of a graduate for- 
ester. Normally spaced sound 
Pines are not considered for cut- 


ting until they reach a minimum 4} 
diameter of 12 inches — hard- 3 St 
woods |4 inches. Trees with best if 


prospects are left to grow larger. 
The others are cut to make — 
for the ever oncoming seedlin 
and saplings that will provi ; 
your future Urania lumber. 
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POLSON 
Lumber & Shingle Mills 


Division of 


Polson Logging Company 
Hoquiam, Washington 
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Sh i Pine Sules [ 
SELLING THE PRODUCTS OF DISTRIBUTORS OF onces 
*THE McCLOUD RIVER LUMBER SHEVLIN PINE 
COMPANY . PONDEROSA PINE 
McCloud, Calif. Reg. U. S. Pat. Off. (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY __ EXECUTIVE OFFICE = | 
Bend, Oregon 900 First National Soo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associa- MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
any, SS Sree DISTRICT SALES OFFICES: 
NEW YORK CHICAGO SAN FRANCISCO 
1604 Graybar Bldg. 1863 LaSalle-Wacker Bldg. 1030 Monadnock Bldg. 
 Dredorota Fire Woodwork Mohawk 4-9117 Telephone Central 9182 Exbrook 7041 
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Don Montgomery, Past Snark 
Honored at Hoo-Hoo Dinner 


Past Snark of the Universe, Don 
Montgomery, Rameses 39, was hon- 
ored at a dinner on the evening of 
Nov. 18, in Milwaukee, given by the 
Milwaukee Hoo-Hoo Club No. 35. 

In addition to a large turnout of 
the club membership, many Hoo- 
Hoo were in attendance from all 
over the state of Wisconsin and two 
large delegations from out of the 
state. Chicago sent a group num- 
bering nine headed by E. W. Ket- 
tlety 29209, Vicegerent Snark, and 
the delegation from the Twin Cities 


HOUSTON i 


GRATELESS 
AIR COOLED 


REFUSE 
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ENGINEERING SERVICE & ESTIMATES 
FURNISHED WITHOUT CHARGE 


HOUSTON BLOW PIPE & 
SHEET METAL WORKS 
HOUSTON 1, TEXAS 


LINDSEY ~ sare 


lah ath 
Self-Loading = @Zezz-” 
Skidders 


are used with 
either team or 
tractor. On 
short hauls, 
snaking, and 
bunching logs, 
they are unex- 
celled. 


LINDSEY 
WAGON CO. 


Sole Manufacturers® 
Laurel, - Miss. 
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included T. T. Jones 31233, W. M. 
Watson 32720 and Ray Saberson 
12075, present Snark of the Uni- 
verse. 

Brief talks were made by past 
Snarks B. F. Springer, Rameses 37 





Don S. Montgomery 


and A. A. Hood, Rameses 32. The 
high spot of the evening was a pres- 
entation by Mr. Saberson of a 
wrist-watch to Mr. Montgomery. 
The watch was the gift of the Mil- 
waukee Hoo-Hoo Club. 


W. E. Stevens Resigns from 
Midland Building Industries 

Walter E. Stevens has resigned 
as general superintendent of the re- 
tail operations of the Midland 
Building Industries Inc., Indian- 
apolis. He is planning to become 
associated with his brother, W. 
Roscoe Stevens, owner of the North 
Side Lumber and Hardware com- 
pany, Indianapolis. 


National Sales Training 
Executives Elect Officers 

At the annual meeting of the Na- 
tional Society of Sales Training 
Executives in Cleveland, Nov. 23, 
the following officers and directors 
were elected: president—Arthur A. 
Hood, editor, AMERICAN LUMBER- 
MAN & BUILDING PRODUCTS MER- 
CHANDISER, Chicago; vice president 
—W. W. Powell, Hoover company, 
Canton, Ohio; secretary-treasurer 
—William Marquam, Pure Oil com- 
pany, Chicago; directors—William 
Rados, Schenley corporation, New 


York; Wallace Strathern, New Env- 
land Coal and Coke company; R. J. 
Canniff, Servel company, Evans- 
ville, Ind., and David §S. Miller, 
Armstrong Cork company, Lancas- 
ter, Pa. The society includes in its 
membership the training directors 
of nearly 100 national distributing 
corporations. 


New Wholesale Distributors 
Organize in Flint, Michigan 

A new wholesale distributing 
company is the Genesse Wholesalers 
Inc., Flint, Mich., which intends to 
sell to retail lumber and building 
supply firms only. The officers of 
the new company are president- 
John R. James, James Lumber 
company; vice president—Francis 
J. Ballard, Buildings Market and 
Acorn Lumber company; secretary 
—William T. Bulger, Veit and 
Davison Lumber company, and 
treasurer—Victor A. Olson, Michi- 
gan Lumber and Fuel company. 


John J. Fitzpatrick Named 
Sales Manager for Richkraft 
The Richkraft company, Chicago, 
announces the appointment of John 
J. Fitzpatrick as general sales man- 





John J. Fitzpatrick 


ager. A graduate of the University 
of Illinois School of Architecture 
in 1932, he has been in building 
and construction work continuous!y 
since that time. 


Ralph C. Clark, Active in 
Plywood Industry, Dies 

Ralph C. Clark, who was active 
in the plywood industry for many 
years, died Nov. 17 in Jacksonville, 
Fla. 

He entered the plywood business 
right after World War I. In 1921 
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1921—Meat Packers and Railways reduce wages. 
Packing House workers strike and then accept 12!/2 to 
15% wage cut, 8 hour day and arbitration. 


THE FURIOUS FORTIES 


1946—John L. Lewis calls great coal 
strike in defiance of court restraining 
order. He asks government for a shorter 
work week with no cut in pay. 


Sec’y of Interior Krug says that demand 
is equivalent to an increase of 50% in 
straight-time wage rates. 


Lumber dealers sell thousands of cans 
of WOODLIFE and WOODHEALTH 
while builders and home owners pro- 
tect houses, barns, fence posts, etc. 
against termites, rot, carpenters ants 
and other wood-eating insects. 


See 
COZ ASS 





Protection Products Mfa. Co. 


1946 








Research Laboratory and Plant KALAMAZOO, MICH. 











WANTED +t BUY 


LUMBER 


WE ARE USING 200,000 FT. LUMBER DAILY 
IN OUR TWO PLANTS. CAN USE THE FOL- 
LOWING: 


1x4 and wider, Pine, S4S, random Lengths. 

1x4 and wider, Pine, SHIPLAP, random Lengths. 

1x6 or 1x8 Pattern 105, NOVELTY SIDING. Random 
Lengths. 

2x4, Pine, S4S, random lengths. 

2x6, Pine, S4S, random lengths. 

2x8, Pine, S4S, random lengths. 


Lumber can be green or dry, will pay cash for any 
volume, steady shipments. 


FLOORING SASH 
MOULDINGS DOORS 

















WIRE, OR TELEPHONE HADDON HEIGHTS 2-6038 


CENTURY PRE-FAB CORP. 


HADDON HEIGHTS, N. J. 
SELMA, N. C. 
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Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operation 


Please bear with us during this trying period 
when we're unable to book any additional orders. 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 


op iswotd 





Douglas Fir Lumber 
Pine, Cedar Wholesale 
Hemlock 


Much as we should like to, right now we can't add 
any new customers but we do solicit your friendship 
and good will. 


THE GRISWOLD LUMBER CO. 
FAILING BLOG. PORTLAND, ORE. 














THE KIND OF PLANER 
YOU HAVE LONG WANTED! 


Big enough to handle all of a lumber com- 
pany’s requirements. Built for the precision 
accuracy formerly obtainable only with the 
larger machines. A husky producer with In- 
clined Bed and many patented features pro- 
moting convenient, time-saving operation and 
highest quality work. Priced way below the 
larger machines. Write for details. 


MACHINE WORKS 
238 Eighth St. Holland, Mich. 
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he and Don L. Davis, now with 
Aetna Plywood and Veneer, joined 
to form the R. C. Clark Veneer com- 


pany. During the following years 
branches were established in In- 
dianapolis, Cleveland, Buffalo, At- 
lanta, Philadelphia, Baltimore and 
Pittsburgh. When the company was 
sold to the Harbor Plywood corpo- 
ration, Mr. Clark worked for them 
for a few years. In 1943 he formed 
his own company, the Gulf States 
Plywood company, Jacksonville. 


T. J. Torkelson, Western 
Retail Association, Dies 

T. John Torkelson, 54, executive 
of the Western Retail Lumbermen’s 
association, Seattle, died Nov. 13. 
He had lived in Seattle for nearly 
30 years and was long active in the 
lumber business. He was a grad- 
uate of the school of forestry, Uni- 
versity of Washington. 


C. H. Fawcett, Director, 
Wood-Mosaic Company, Dies 
Charles Hamilton Faweett, 52, 
director of the Wood-Mosaic com- 
pany, Louisville, died Nov. 3. He 
was connected with the procure- 





ment and manufacturing depart- 
ments, living in New Albany, Ind. 
He was a former president of the 
Indiana Hardwood association. 


Philip L. Hauser Heads New 
Detroit Hardware Distributors 


The Hardware Distributors cor- 
poration has been organized in De- 
troit. The wholesale division will 


work principally with lumber deal- 





Philip L. Hauser 


ers. In addition to builders’ hard- 
ware, the company will carry a 


short line of allied products tailored 
to the needs of the lumber dealer. 
The active head of the company is 
Philip L. Hauser, executive vice 
president. 

Officers of the company are presi- 
dent—George Henry Flynn; vice 
president—Dr. Raymond M. Slate; 
secretary — George Henry Flynn 
Jr.; and A. L. Hill and Robert H. 
Baldwin. 


Promotions and Appointments 


W. L. ASHENFELTER, W. C. Ash- 
enfelter & Son Inc., Philadelphia, 
was elected a director of the Penn- 
sylvania Lumbermens Mutual Fire 
Insurance company, and H. EDWARD 
WoLFF, Heidritter Lumber corpo- 
ration, Elizabeth, N. J., was elected 
a member of the finance committee 
of the same company. Both suc- 
ceed John Slonaker, Jr., deceased. 


HOWARD HANSEN has been named 
supervisor of the office of J. L. Sin- 
gleton, manager of district offices 
of the Allis-Chalmers Manufactur- 
ing company, Milwaukee. 


ROBERT J. WHITLOCK has been 
named assistant to Harry A. Arm- 
bright, director of sales training, 
Mullins Manufacturing corporation, 
Warren, Ohio. 





























TRUSSES 


Any Spans, Clear Floors 


ROOF TRUSSES. 


topnotch truss engineers. 


industry. 


office. 








Get unobstructed floors with AMERICAN 


Designed for your needs by AMERICAN’S 
Custom-built for 
your job anywhere in the United States. 


Safely spanning distances up to 150 feet, 
thousands of AMERICAN ROOF TRUSSES 


are in use by government and all types of 


Send for your catalog NOW. Address nearest 


aN AI7“ as Nip 


sign .. 








6846 Stony Island Ave. 
Chicago 49, Illinois 








im TRUSSES 


282 West Santa Barbara 
Los Angeles 37, Calif. 


Phone: Plaza 1772 Phone: Adams 1-8521 








detest 


IDENTIFIES QUALITY 
IN BUILDERS’ 


LOCKWOOD 
Hardware with this famous Trade Mark. 
You will find it on cylinder locks and keys, 
on mortise locks, on door closers ...a 
symbol of enduring quality since 1882. 

To the Architect the name LOCKWOOD 
also signifies a line of Builders’ Hardware 
embracing all requirements, characterized 
by steady advancement in feature and de- 
. and a company that never hesi- 
tates to give full and prompt co-operation. 


We aim to keep it that way. R-1 


LOCKWOOD HARDWARE MFG. COMPANY 


Division of Independent Lock Company 


Fitchburg * 


HARDWARE 


identifies its Builders’ 


Massachusetts 
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